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INSURANCE ADVERTISING CONFERENCE IN SESSION 
Walter C. Hill Points Out Difficulties of Wrong Kind of Publicity 


-Walton L. Crocker Welcomes Delegates 


[SpeciAL DispATCH FROM A STAFF CORRESPONDENT] 


26.—The 
Advertising 
! Vv War- 


MOSTON, MASS., Oct. 
committee of the Insurance 
Conference, in session here, headed 
ren W. Ellis, worked unceasingly to develop 
an agenda which would cover nothing but 
Consequently, no one 


program 


matters of interest. 
was invited to speak who did not have a 





real message. That the managers do not fear criticism was 
evidenced in two sections of the Monday morning (first ses- 
sion) program. First they invited Walter C. Hill, vice-presi- 
dent of the Retail Credit Company, to speak on moral hazards 
which may be developed by advertising. Mr. Hill’s speech 
appears entire elsewhere in this issue. Secondly, they invited 
three agents—one fire, one life, and one casualty—to criticize 
without stint present methods of agency advertising. Two of 
them did. There was not time left for the third, therefore he 
will get in his “dirty work” to-morrow. 

Walton L. Crocker, president of the John Hancock Mutual 
Life Insurance Company, caused an unprecedented thing to 
happen when he insisted that the Insurance Advertising Con- 
ference open its sessions ahead of schedule in order that he 
might address a few words of welcome to the delegates who 
were gathered this morning in the spacious auditorium con- 
tained in the beautiful home office building of his company. 
Mr. Crocker had an important engagement at ten o’clock and 
therefore had to get away from the Conference by that time. 

Ralph E. Morrow, manager of the Rough Notes Company, 
gave the conclusions at which he has arrived as a result of 
visits to hundreds of agents of all classes all over the country. 
The burden of his plea was that, as a rule, the agent finds it 


a 


easier to sell his agency than any of the companies represented 
therein. Most of the advertising supplied is company advertis- 
ing. Likewise, many companies are in the habit of sending out 
material for campaigns with general instructions for using them. 
Only rarely are they successful, because the agent makes a 
vital mistake somewhere and, as a result, becomes an unbe- 
liever insofar as advertising is concerned. 

earl G. Manning, general agent of the John Hancock Mutual 
in Boston, was the first of the three agents, before mentioned, 
to be called upon. He thought the company should provide 
men, methods and results. He pointed out that advertising men 
must first find out if the men in the field are capable of using 
the material sent them. Employing his own remarkable exper- 
ience with direct-by-mail advertising as an example, Mr. Man- 
ning advised localized work along the same lines. He sug- 
gested that fire insurance agents could offer appraisals for a 
fee. As to means, he would have in every general agency a 
replica of the home office department. He would have men 
there who are able intelligently to use the material issued. 

Louis Paret, general agent of the Provident Mutual Life 
Insurance Company at Camden, N. J., pointed out that it is 
very difficult to get an agent to work on any advertising pro- 
gram unless he is sold on it. 

Grover F. Miller, of the Miller Brothers Agency in Racine, 
Wis., heralded as the latest find in the world of idea men, threw 
out, as his main conception, the theory that the agent is more 
important in his field than the company. He also suggested that 
agents will use advertising if they are themselves interested 
financially. Mr. Miller, in his own agency, uses a large variety 

(Continued on page 7) 
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Moral Hazard in Insurance 


By WatterR C, HILu 


Vice-President, Retail Credit Company, Atlanta, Ga. 


KNOW of no subject in insurance which is receiving so 

much attention as moral hazard, and it is a pleasure for 

me to come before the Insurance Advertising Conference, 
where all lines of insurance are represented, and discuss it. I 
have made my start with the Century Dictionary, for I know 
of no insurance phrase quite so hard to define, or which is 
subject to so many different definitions as “moral hazard.” 
From this authority I learn that “moral” is a normal man’s 
sense of what is right. The hazard is the deflection or varia- 
tion from the accepted standard of what is right in one’s con- 
duct. Moral hazard is that risk or chance due to failure of the 
positive moral qualities of a person whose interests are affected 
by a policy of insurance. 

It is a hazard latent in all ordinary forms of insurance and 
to be reckoned with in all insurance underwriting. So long 
as man can be tempted and can be broken by temptation, under- 
writers must consider the risk of moral deflections likely to 
arise during the life the policy contract, which may result in 
some act on the part of the assured to bring about a loss outside 
the natural physical qualities which govern the probabilities 
and chance in the risk. 


A Hippen DANGER 

Moral hazard is usually hidden, dormant, unprovoked, or 
restrained. It is rarely apparent, and usually manifests itself 
in times of stress or pressure on the assured. Moral restraint, 
that exercise of a sense of what is right and proper, holds sway 
in the great majority of risks, failing to deviate under the 
varying forces of changing circumstances, but where the moral 
fiber is weak enough and the stress and strain of temptation 
strong enough, then the hazard becomes manifest, is aroused 
from latent to active state, and may culminate in some act on 
the part of the assured to advance a fraudulent claim. The 
moral hazard, as distinguished from the more easily measured 
physical hazard, is an element of underwriting which as a rule 
has not received consideration in proper proportion to the 
bearing it has on insurance losses. The attitude of companies 
toward it is distinguished by an absence of standard practice 
in dealing with it. 


DISQUALIFIES THE RISK 

Moral hazard, when clearly apparent, disqualifies any risk 
for insurance. No premium less than the amount at risk is 
sufficient to cover it. There are no means of rating the intent 
or purpose on the part of the assured to foster a loss. In practi- 
cal underwriting, outstanding indications of moral hazard are 
also not insured; but here we strike the variable of opinion, 
widely different in different underwtriers, as to what is evidence 
of, or an indication of, the presence of moral hazard. As we 
proceed from the apparent to the more indefinite signs which 
point to it, we pass from what may be regarded as an approach to 





An address made on Monday of this week before the meeting of the Insurance 
Advertising Conference in Boston. 


standardized action to the most widely divergent points of 
view. In fact, there is no standard practice inthe valuation 
of the tips or leads to the presence of moral hazard. This jg 
strikingly the case among underwriters of insurance covering 
loss of property by fire, automobile fire and theft, or in surety 
and automobile liability. There is better concert of action in 
life and accident, fidelity, and burglary lines. If underwriting 
practices could be better standardized with reference to moral 
hazard, and the standards be adhered to by the companies with 
the same uniformity on which they now act on physical ex- 
posures or impairments, it would accomplish a great advance 
toward cutting down the constantly increasing toll of moral 
hazard losses. 

The basis of all insurance underwriting should be the char- 
acter of the insured. In practically every insurance contract, 
there is a distinct risk hinging on what the insured will do, 
Character is the fundamental on which his actions may be 
forecast or anticipated. Character enters into the security of 
a company in its insurance contract no less than in the security 
of a credit transaction. 


THE BOOTLEGGER AN EXAMPLE 

Take the bootlegger. Engaged in a business fraught with 
every form of tragedy, beyond the pale of legal protection in 
any form, bad associations, hectic finance, secretive operations, 
elusive, defiant, hunted,—yet this pariah in the social, civic, and 
business world can get insurance on his life, on his earnings, 
on his house, his place of business, his stock of goods, on his 
automobile, and he can make a surety bond. He can’t get 
coverage everywhere, but he can get it somewhere. Some 
underwriters think they can find enough good business among 
bootleggers to offset the bad. Some are attempting to classify 
bootleggers. They draw distinctions between the financiers, 
vendors, transporters, and manufacturers. They consider the 
varying hazard between the automobile which carries him and 
the automobile which carries his goods. Distinction is made 
between bootleggers who have been caught and those who have 
not. There are underwriters who don’t want to know their 
assureds are bootleggers, and some who don’t mind knowing, 
for they will write them anyway. The most widely divergent 
attitudes toward the bootlegger are taken by different under- 
writers in all lines of insurance. 

Now I take the bootleggers as my illustration because there 
are so many of them and because every form of insurance has 
them to deal with. Also, because it serves so admirably to 
illustrate the effort made by companies to use their individual 
experience in underwriting moral hazard, rather than following 
the fundamentals of the character of the insured as the de 
termining factor. There are degrees of difference in the ex- 
posure among bootleggers as distinguished by the part they 
play in the traffic, whether as financial factors, operators, of 
manufacturers, but the greatest degree of difference lies 

(Continued on page 19) 
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THE DISEASE IS SHRILL WERE US 


LL unconsciously, it seems, THrE 

SPECTATOR has acquired a reputa- 
tion for its efforts to break up the disease 
of recordbreakingitis which sweeping 
over the life insurance agents of the coun- 
try. For a time, last winter and spring, 
the records for the number of applica- 
tions taken in one month were broken so 
rapidly that editors were in a daze—they 
wrote a story one day only to find it a 
back number the next. Within the past 
few weeks it has broken out again in a 
milder form, that is, the efforts of the 
stricken have been toward breaking the 
daily record instead of the monthly one. 
The desk of the writer is literally piled 
high with new aspirants to world-wide 
honors—the hero of today is a has-been 
tomorrow and meantime the poor editor 
gingerly runs through the stack of papers 
on his desk and wonders what the mor- 
tow will bring forth. Personally, the 
writer has made up his mind to shove in 
the latest story just as he goes to press 
and pray that somebody else has not a 
better one. 

The National Association of Under- 
Writers, at its recent annual convention 
in Kansas City, stressed the point of 
service to clients. While not wishing in 
any way to detract from the glory of an 
agent who by his ingenuity and enterprise 
is able to write, in a given period, more 
applications for life insurance than his 
lellow, we are compelled to ask ourself 
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the question, if by so doing he is render- 
ing a real service to his clients and his 
community. 


We recommend any agent 


aspiring to future honors in this direc- 
tion to do the same. We are not going 
to attempt to answer that question—it is 
altogether too debatable—but it is an in- 
teresting one and deserves thought. .\ny 
agent who starts out to break the daily or 
monthly record simply for the purpose 
of breaking it deserves no credit. If he 
can honestly prove to himself that he is 
serving his clients and his community by 
so doing, then more power to him. Just 
as a reminder, however, we might point 
out that a man who buys insurance today 
and lapses it tomorrow has done more 
harm than good, likewise the agent that 
took the application. Life insurance, if 
is to serve its purpose, must be sold. In 
the eyes of THE Spectator the agent 
who has the most policies sold with the 
lowest lapse ratio will always be away 
ahead of the agent who manages to accept 
a few more applications in one day, or 


month, than his fellow. 





URING recent years there has been 

considerable discussion concerning 
the homicide rate in Memphis, Tenn., 
Dr. F. L. Hoffman having compiled sta- 
tistics which some city officials of Mem- 
phis have contended were unjust to that 
city, but which seem to be upheld by offi- 
cial records. Regardless, however, of the 
absolute accuracy of the figures in dis- 
pute, the fact remains that the death rate 
from homicides in Memphis has been un- 
duly high, and this is freely admitted. 
The Memphis Commercial-Appeal faces 
the situation, stating that by far the 
greater number of principals involved in 
homicidal crimes in that city are negroes, 
and concludes an article upon the sub- 
“Let the influential mem- 
bers of both races obey the law them- 


ject by saying: 


selves and use their best efforts to re- 


move the incentives for crime and we 
shall soon cease to be the target for sta- 
tisticians of crime.” 
Eureka Casualty Licensed in California 
The Eureka Casualty Company of Los An- 
geles, which recently increased its capital stock 
hy $50,000, all of which was taken by the pres- 
ent stockholders, has been licensed to do an 
automobile business in addition to accident and 
health by the California Insurance Department. 
It will write all auto lines except liability, 


which it indorsement. 


will cover by 


SUSPENDS§ LIMITATIONS 


New York Superintendent Rules on 
New Business for 1925 





IMPOSES CERTAIN CONDITIONS 





Economy Necessary—No Special Drives for 
Business—Signed Agreement 
Required 

James A. Beha, New York State Superin- 
tendent of Insurance, has sent notices to life 
insurance companies that he will issue a sus- 
pension of limitation on new business for 1925. 
Applications for this suspension will be con- 
sidered if they are in agreement with the con- 
ditions outlined in the rest of this article, ap- 
plications being accompanied by a signed state- 
ment of agreement by the company’s officers. 
must, in conducting its business, keep within 
the expense limitations as provided in Section 
97, New York Insurance Law. Also it must 

The company applying for the suspension 
not have any arrangement for the payment of 
expenses made contingent on the production of 
new business, or any arrangement for the pay- 
ment of renewal commissions in excess of the 
maximum permitted by section 97. 

The officers of the company must agree that 
no additional rate of compensation will be paid 
agents or others connected with the securing 
of new business, that no new contests tor new 
business be held, that there be no special drive 
for new business in any way, that the business 
be conducted as economically in the future as it 
was in the past, 

It must furthermore be made clear from the 
records of the company that the compensation 
of a salaried employee has no relation to the 
amount of business he produces (does not apply 
to industrial business). The company must not 
employ soliciting agents (other than industrial) 
at a salary where the agent has been in the 
employ of another company. Other conditions 
are that all allowances for expenses be cov- 
ered by verifiable vouchers, that no agent re- 
ceives any compensation directly or indirectly 
for looking after business which has been on 
the books for fifteen vears, unless the agent 
actually collects the premiums, that the com- 
pany carry no deposits in a bank which finances 
a general agent in commuting renewals and 
thus securing a brokerage business, that the 
officers of the company make every effort to 
carry out the spirit of the agreement so that 
the business may be carried on mm the normal 
for the 


manner rest of the year. 


Metropolitan Life’s Canadian Branch to 


Lay Corner Stone on November 4 
The ceremony of laying the corner stone of 
the new Metropolitan Life Canadian head of- 
fice building at Ottawa, Bank and 
Wellington streets, will be held on Wednesday, 
Among those who 


corner of 


November 4 at 
will attend the function will be President Haley 
Fiske and A. F. C. Fiske, third vice-president 
and chief of the Canadian head office, and a 


2.30 p. m. 


number of representative citizens of Ottawa. 
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INTER=SOUTHERN AFFAIRS 


Ernst & Ernst Report Made 
Public 





PRESIDENT DUFFIN REFUTES 
CHARGES 
Findings of Peat, Marwick & Mitchell, 
Company’s Own Auditors, at Variance 
With Conclusions Accepted by 
Commissioner 

LoursvittE, Ky., October 25.—Kentucky In- 
surance Commissioner Shelton M. Saufley to- 
day made public the report of Ernst & Ernst, 
Cleveland accountants, on the financial condi- 
tion of the Inter-Southern Life Insurance Com- 
pany, upon which report the Insurance Com- 
missioners of the five States in which the com- 
pany is authorized to do business ordered the 
company to make changes in its bookkeeping 
system, adopt new by-laws and readjust its 
management policies. 

At the time the company replied to the re- 
port and answered in detail the specific allega- 
tions of maladministration of the company’s 
finances. The reply charges that Ernst & Ernst 
were “prejudiced, partial and unfair,” and is 
supplemented by an audit by Peat, Marwick, 
Mitchell & Company of Chicago, an account- 
ing firm employed by the company to audit the 
books. The findings of the different account- 
ants are shown in the table herewith. 

Mr. Saufley also made public the testimony 
which was taken by the Commissioners of 
Kentucky, Tennessee, Illinois and 
Florida during their sessions at the Seelbach 
on October 5 and 6. The testimony is in book- 
let form and covers 218 pages. 

On the other hand, the report of Peat, Mar- 
wick & Mitchell is comparatively brief and 
occupied principally with justifying the real 
estate values carried among assets on the com- 
pany’s books. Their appraisers fix the realty 
values at sums considerably in excess of the 
valuations reached by the Ernst & Ernst ap- 
praisers. 

Attorney Elwood Hamilton, general counsel 
for the company, wrote the reply for the In- 
ter-Southern. “Many of the statements are 
only half-truths and a great many are not sub- 
stantiated by any evidence,” the reply charges. 
“The effort to discredit the management of the 
company is apparent in every part of the re- 
port. Notwithstanding the tact the 
Southern and its management have subjected 


Indiana, 


Inter- 


to false and unfounded attacks it is to-day in 
sounder financial condition that at any time in 
history.” 

One deal, that came in for considerable at- 
tention in the testimony, involved Thomas S. 
McMurray, Jr., present Commis- 
sioner of Indiana, and Thomas J. Houston, 
former Commissioner of Illinois. Mr. McMur- 
F. Reed, former 
secretary of the company, received 
made payable to cash for $2,518.60 on order 
from James R. Duffin. The check bears no 


Insurance 


ray, according to Stanley 


1 
check 


endorsement and he denies having received it. 





Mr. Duffin says he doesn't know who the re- 
cipient was, but acknowledged an agreement to 
pay Mr. McMurray for appraisals and valua- 
tions made by the Indiana Insurance Depart- 
ment when the Inter-Southern bought in the 
Indiana Life Insurance Company. The check 
was cashed by the Bankers Trust Company of 
Indianapolis. 

A similar agreement to pay Mr. 
$6750 for appraisals and examinations was also 


Houston 


0075 
arried out. The check was made payable to 
Matilda Schmidt, a clerk in his _ office. 


There is no dispute over the facts as to this 
check and counsel for Mr. Duffin agreed be- 
fore the Commissioners that this transaction 
was a mistake. 

The Peat audit makes a 
to each of the charges filed against President 
James R. Duffin and the company management, 
including in each case Mr. Duffin’s explana- 
tion. The complainants are: Louis M. Eyer- 
man, W. L. Martin, W. L. Martin; Jr. 5. E: 
Kimbel and’ B. V. Isaac. 


detailed answer 


Company Witt Comprty WITH SUGGESTIONS 

In giving out the reports, Mr. Saufley gave 
to the press a renewal of assurance from James 
R. Duffin, president of the company, that the 
orders will be complied with 
meeting on November 


Commissioners’ 
after the stockholders’ 
12. At that meeting vacancies on the board of 
directors will be filled and the question of sub- 
stituting admissible assets ot adequate value 
for items which may be questioned by ap- 
praisers selected by the various State Commis- 
sioners will be taken up. 

Mr. Duffin’s letters show the company’s wil- 
lingness to comply with the Commissioner’s re- 
quests. 

At the regular meeting of the board of di- 
rectors of the Inter-Southern Life Insurance 
Company, held at the offices of the company, 
on October 21, 1925, the following directors 
being present—James R. Duffin, W. W. Moore, 
C. B. Nordeman, Judge J. A. Donaldson, FIls- 
worth Regenstein, Stanley Reed, William E. 
Massey, W. B. Stanfield, Edward F. Peter, 
George G. Summers, Earl S$. Gwin, D. C. 
General Counsel Elwood Hamilton 





Stimson, 


and Ernest Woodward—the following resoly. 
tion was adopted: 


Whereas, There has been read to this board 
of directors, a statement dated Louisville, Ky, 
October 7, 1925, signed by the Hon. S. M 

Saufley, Insurance Commissioner of the State 
of Kentucky; Hon. J. C. Luning, State 
treasurer and Insurance Commissioner of the 
State of Florida; Hon. A. S. Caldwell, Com- 
missioner of Insurance and Banking of the 
State of Tennessee; Hon. Clifford Ireland, dj- 
rector of trade and commerce of the State of 
Illinois, by J. F. Williams, actuary, and Hon, 
Harry L. Conn, Superintendent of Insurance 
of the State of Ohio, and, 

Whereas, This board has given serious con- 
sideration to the matters mentioned in this state- 
ment by the Insurance Commissioners afore- 
said, and has determined to conform to the 
recommendations made therein; now therefore, 
be it resolved: 

First—That a meeting of the stockholders 
of this company be called to meet at the home 
office of the company, Fifth and _ Jefferson 
streets, Louisville, Ky., on November 12, 1925, 
at 2 p. m. central standard time, for the pur- 
pose of determining whether or not additional 
directors shall be elected to the board of di- 
rectors of the Inter-Southern Life Insurance 
Company, and to elect said directors. 

Second—That James R. Duffin, D. C. Stim- 
son, Earl B. Gwin, Ernest Woodward and 
Elwood Hamilton be authorized and directed to 
prepare and submit to the next meeting of this 
board, by-laws in conformity with the recom- 
mendations made by the Insurance Commis- 
sioners aforesaid. 

Third.—That other matters referred to in 
the statement of the Insurance Commissioners 
be submitted to the board of directors at their 
first meeting after the stockholders’ meeting of 
November 12, 1925. 

Fourth.—That an attested copy of this reso- 
lution be furnished each of the Insurance Com- 
missioners aforesaid by the secretary of this 
company. 

The charges contained in the Ernst & Ernst 
report, which was accepted by Insurance Com- 
missioner Saufley of Kentucky, are: (1) That 
contrary to statutes, the company bought 100,- 
000 shares of Old Dominion Oil at $05,000 
which has never been returned to the com- 
pany; (2) that Mr. Duffin had never repaid a 
loan of $50,000 which he caused to be made to 
himself; (3) that $50,000 was loaned to the 
Kentucky Wagon Works without security; (4) 
that $25,000 was loaned to Mr. Duffin in Decem- 


CONDENSED STATEMENT OF RESOURCES AND LIABILITIES 
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Ernst & Ernst 


Alleged Sur- Peat, Mar- 
Annual Ernst & Ernst plus Deficit wick, Mitchell 
Report Report & Co. Report 
$353,569.62 $813.90 $353,569.62 
13,234,14 1,000.00 13,234.14 
223,337.44 60,809.81 223,337.44 
77,900.00 +9,102.50 77,900.00 
3,485,715.87 504,500.00 3,965 1215.8 87 
293,705.74 46,000.00 "293,705.74 
2,540,307.07 +7/807.30  2,540,307.07 
3,509, 243.03 301,000.00 3/889,841.03 
210,404. = +30,548.61 210,404.7 70 
433,653.27 16,778.92 433,653.27 
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$14,000.00 S$14,0000050  s.askcwte $14,000.00 
444,775.00 OE oT) a ere 444,775.00 
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ber, 1920, without adequate security; (5) that 
accommodation notes were recognized from in- 
dividuals; (6) that these notes were used to 
buy certificates of deposit which cost the com- 
pany 6 per cent, while only 3 per cent was 
derived from the proceeds; (7) that the com- 
pany loaned to Owen D. Duffin, $40,000 with- 
out security; (8) that the Inter-Southern 
building was carried at too high an appraisal ; 
(9) that the company in 1922 invested $150,000 
in the Bankers Realty Company at a loss; (10) 
that the company advanced $265,000 to Ken- 
tucky real estate companies at a loss; (11) that 
the 1923 audit of the company was not in good 
faith; and (12) that $40,000 was lost by the 
erection of dwellings in Castlewood. 

Mr. Duffin replied to all the charges, ex- 
plaining the transactions and pointing out what 
he conceived to be errors in the Ernst & Ernst 
report as well as in the allegations made. His 
answers were based upon his own company’s 
records of transactions and upon the findings 
in the report made by Peat, Marwick, Mitchell 
& Co. and indicated a great discrepancy be- 
tween the facts as he stated them (and as the 
Peat, Marwick & Mitchell report found them), 
and the conclusions and charges arrived at in 
the Ernst & Ernst report accepted by the Ken- 
tucky Insurance Commissioner. 


“CURRENT LIFE TOPICS’ APPEARS 
New Organ Contains Suggestion That Life 


Insurance Men Have Clubhouse of 
Their Own 


Volume 1, Number 1 of “Current Life Top- 
ics’ has just made its appearance under date 
of October, 1925. This publication is the offi- 
cial organ of the University Life Underwriters 
Association of New York; a group composed 
of alumni of the life insurance courses given at 
New York University. The paper is edited by 
FE. Klein, the well-known office manager of the 
J. D. Bookstaver Agency of the Travelers in 
New York city. 

In this, the first issue of “Current Life Top- 
ics,” there appears an article, entitled “Charity 
Begins and Ends Next Door,” which devotes 
itself to a discussion of a suggestion to the 
effect that it is about time that life insurance 
men in New York city should get together and 
either acquire a clubhouse of their own or 
secure permanent headquarters in some struc- 
ture. It is pointed out that men of other pro- 
fessions have their own meeting rooms, but 
that this is not the case with the life insurance 
fraternity despite the enormous growth of the 
business itself. The suggestion made by “Cur- 
rent Life Topics” is one which should bear 
fruit. 








Approve Travelers’ Capital Increase 


The proposed increase of the capital stock 
of the Travelers Insurance Company of Hart- 
ford from $10,000,000 to $12,000,000 was ap- 
Proved by the stockholders at a special meeting 
held last Saturday. The additional capital will 
be raised by issuing 20,000 additional shares 
Of stock, 





Dr. S. S. Huebner to Address Federation 
of Women’s Clubs 

Insurance talks will be the feature of a con- 
ference of the department of the American 
Home, New York City Federation of Women’s 
Clubs, te be held at the Hotel Astor, New 
York city, to-day. Dr. S. S. Huebner, of the 
Wharton School of Finance and Commerce of 
the University of Pennsylvania, is scheduled 
to give a discourse on the “Business Concept 
of the Home,” while J. Elliot Hall, of the Penn 
Mutual Life, is to discuss “Income Insurance.” 





Cleveland Life’s Mortgage Loans 

The mortgage loans owned by the Cleveland 
Life of Cleveland, Ohio, on December 31, 1924, 
were erroneously given in the Compendium 
of Official Life Insurance Reports for 1925. 
They should have been classified as follows: 
Ohio, on farm property, $39,450, on city prop- 
erty, $2,124,074; in Indiana, on farm property, 
$577,073, on city property, $6600; in Illinois, on 
farm property, $136,954; in West Virginia, on 
city property, $375,546; total on farm property, 
$753,473; total on city property, $2,506,220; 
grand total, $3,259,604. 


Attorney General Approves Preferred 
Stock Issuance 

Maprison, Wis., October 27.—The decision of 
several Wisconsin insurance companies to issue 
preferred stock was approved in an opinion 
by Attorney-General Herman L. Ekern to In- 
surance Commissioner W. Stanley Smith on 
Friday. 

No Wisconsin insurance company has here- 
tofore issued preferred stock in the State. With 
the application of a life and casualty company 
for permission, an opinion was sought. 


Insurance Advertising Conference 
(Continued from page 3) 


of advertising stunts to secure publicity for 
himself and his agency. He appeared as a 
perfect example of a small-town agent, who 
uses advertising effectively. Mr. Miller neg- 
lects no opportunity to get his name favorably 
before the public. 

At a noon luncheon, Albert Payson Knapp, 
vice-president of the United States Fidelity 
and Guarantee Company of Baltimore, read 
an extremely logical and_ well-thought-out 
paper upon the function of advertising men in 
developing public relations, particularly in re- 
lation to the work of securing a release from 
the present systems of special taxation with 
which insurance is burdened. 


J. Elton Bragg on Long Trip 

James Elton Bragg, vice-president of the 
Manhattan Life Insurance Company, left last 
week for a trip through the agency plant of 
which will last three months. 
During that time Mr. Bragg will visit prac- 
tically all of the company’s agencies. The 
trip will take him 6Ver* thé entire country. He 
expects to be on the Pacific Coast during the 
Christmas holidays. Mrs. Bragg will accom- 
pany him during most of the trip. 


7 


the company, 


ACTUARIAL SOCIETY MEET 


Semi-Annual Gathering Held at 
Montreal 


NON-MEDICAL WRITINGS UP FOR 
DISCUSSION 


Success of This Plan Shown by Canadian 
Companies’ Experiences 


The Actuarial Society of America held its 
semi-annual meeting at the Windsor hotel, in 
Montreal, Canada, on Monday and Tuesday of 
this week. The Sun Life Assurance Company 
acted as host to the delegates, and banquet 
gatherings for both ladies and gentlemen were 
licld separately. At the men’s banquet, G. D. 
Finlayson, Insurance Superintendent cf Que- 
bec, and Dean Adams were on the program. 
A theater party was held at the conclusion of 
the ladies’ banquet. 

Among the papers presented at the sessions 
was one by J. H. Woodward, of the well- 
known consulting actuarial firm of Woodward, 
Fondiller & Ryan, New York City, on the sub- 
ject of “Valuation of Liabilities Under Indus- 
trial Pension Plans.” This dealt with the non- 
contributory and non-contractual pension plans 
of industrial corporations, and discussed some 
of the practical questions which arise in fram- 
ing suitable rules for a pension plan. An in- 
teresting suggestion advanced by Mr. Wood- 
ward’s findings was that valuations be made by 
use of prepared tables of reserve factors. Any 
rules for pension plans require the same care 
in drafting as do the regular policy forms of a 
life insurance company, was Mr. Woodward’s 
i:dication. 

A discussion on “Life Insurance Without 
Medical Examination in Canada,” prepared by 
V. R. Smith, actuary, and Dr. H. C. Scad- 
ding, medical director of the Confederation 
Life, gave a review of non-medical insurance 
to date, and pointed out that the number of 
Canadian companies transacting this type of 

business has increased from five in 1921 to 
seventeen in 1924. 

Many United States companies have entered 
the field within the last year or two. The 
growth of the business in Canada is further 
strikingly indicated from the statement that 
tre amount in force had increased from $9,000,- 
cco at December 31, 1921, to about $170,000,00c 
at December 31, 1924. A central bureau, es- 
tablished in the initial stages to determine the 
companies to identify cases likely to become 
aware if applications were being made at the 
same time to several companies, had reported 
up to January, 1925, over 212,000 applications ; 
incidentally, this course revealed that up to 
January, 1925, only about 6000 applicants had 
simultaneously made applications to two com- 
panies, 257 to three companies, 27 to four com- 
panies, 7 to five companies and 2 to six com- 
panies. On these facts, the Canadian companies 
felt justified in abolishing the bureau. The 
mortality experience of most companies has 
been at least as favorable as on medically ex- 
amined business, in many cases more favorable. 

(Continued on page 29) 
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IN FIVE YEARS— 


The Missouri State Life 
HAS 


— increased its life insurance in force 


$261,000,000 


— increased the number of Jives insured 


105,000 
$30,000,000 


— increased its Group insurance in force 


$58,000,000 


— increased its Accident and Health annual premium income 


$439,000 


— increased its field organization more than 100 per cent. 


— increased its assets 


— increasedfits Home Office by the addition of five stories 


NeDICN 
THE COMPANY OF OPPORTUNITIES 


MEDIC 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE, ST.LOUIS 
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CLAUSES DETERMINED 


Provsions Outlined by Kansas 
Codification Commission 


NO RADICAL CHANGES 


Suggestions of American Life Convention 
Adopted—Law Will Have Promotion 
Expense Limit 


Topeka, Kan., October 26.—There will not 
be any radical changes in the Kansas laws re- 
lating to life insurance in the new code to be 
drafted by the Kansas insurance commission. 
The commission has taken definite action upon 
all of the sections, except one, in the present 
laws and in the suggested code offered by the 
American Life Convention and the Associa- 
tion of Life Insurance Presidents. 

The commission named William R. Baker, 
Superintendent of Insurance; Chas. Hobbs, 
actuary for the Insurance Department, and 
John Hamilton, attorney for the commission, 
as a special committee to draft the tentative 
code along the lines outlined by the commis- 
sion. The commission has been unable to 
agree thus far as to whether or not an anti- 
rebating clause should be inserted in the new 
code. Some members of the commission hold 
the view that rebating is done by the agents 
and not by the companies and the State is not 
concerned with it and there should not be any 
prohibition of it in the new code. 

The commission has accepted 
provisions clauses of the code 
the American Life Convention. 
requires that every life policy 
provisions : 


the standard 
submitted by 
This clause 
contain these 


Premiums, after the first, are payable in ad- 
vance. 

Policy incontestable after two years. 

Policy is only contract. 

Age of insured may be corrected at any time. 

Payment of premiums compulsory for first 
two years or company need not pay dividends, 
after two years dividends must be paid whether 
premium is paid or not. 

Loan values to be on reserve basis, with de- 
duction of 2% per cent of face of policy. 
Companies suggested that deduction be one- 
fifth of loan value. If policy is defaulted 
after three years extended paid up insurance 
to be issued. 

Company cannot refuse loan for more than 
three months. 

Complete option schedules. 

Table of loan and extended insurance values. 
Policy may be reinstated within three years 
upon examination. 

Settlements must be made within two months 
after proofs of death. 

Table of installment payments to beneficiary. 
Title of policy to show its form. 

The commission has also determined that 
the following cannot be inserted in any life 
Mstrance policy sold in Kansas: 

Cannot limit time when suits may be brought. 
Cannot date policy beyond six months back 
of actual application date. 

Cannot settle on less than face of policy. 

f loan is made forfeiture cannot be made 
for failure to pay interest. 

That agent is representative of assured, com- 
gone holding that in all respects agent must 
€ representative of company. 


The commission has determined to insert in 





the law a provision that the promotion expense 
in floating a life insurance company must not 
exceed ten per cent of the capital. The pro- 
motion expense of one company exceeded 26 
per cent and the commission desires to stop 
such heavy drains. The 
permits twenty per cent promotion expense. 


present Kansas law 
The present forfeiture law in Kansas relating 
to life policies will remain in the new code 
exactly as it stands on the statutes at this time 
The code suggested by the American Lite Con- 
vention proposed a cut of fifty per ceiit in the 
premium taxes. The commission will hold to 
the two per cent tax, but is trying to work 
cut a reciprocal provision whereby if any 
other States reduce the premium tax Kansas 
may do likewise to companies from that State. 

The assessment life associations suggested 
one section which the commission adopted. It 
provides that the value of all life polic.es shall 
be on the American Experience Table with a 
four per cent interest accumulation. This 
would put the assessment companies on apr 
adequate basis. 

While there may-be some slight changes in 
the wording of sections, these are about 2!" 
the changes which will be made in the code as 
it will be drafted by the commission. Every 
one of the changes is calculated to work to 
the benefit of the policyholders. As a matter 
of fact, none of the suggestions of the Amer- 
ican Life Convention could be considered as 
proposing more favorable laws for the com- 
panies except the repeal of the forfeiture 
statute. 


Colonial Life Issues New Special Thrift 
Policy 

The Colonial Life Insurance Company, Jersey 
City, is just presenting through its industrial 
staff a form of weekly payment insurance 
which marks a distinct department from the 
conventional type of industrial insurance policy. 

This contract, which is called the specia! 
thrift policy, is issued in multiples of two hun- 
dred fifty dollars and provides for a cash pay- 
ment at age sixty-five together with pure en- 
dowment benefits paid the insured for ten years 
with, of course, the policy maturing for its 
value immediately in the event of death. 

Policyholders may permit the pure endow- 
ment benefits to accumulate to the benefit of the 
policy if they desire. 

To the man or woman who realizes that at 
age of sixty-five independence and the com- 
forts which approaching old age depend upon 
savings of previous years of production, this 
special weekly premium thrift policy issued by 
the Colonial Life is especially useful and prac- 
tical. 

Agents of the company report a popular de- 
mand for this policy wherever presented. 


Commissioners to Meet at Chicago 


It is understood that the winter meeting of 
the National Convention of 
missioners will be held at Chicago, beginning 
on December 7. 
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THE MACCABEES’ NEW HOME OFFICE 
Handsome Structure Being Erected in 
Detroit 

The home office of The Maccabees, in De- 
troit, has been moved to temporary quatters in 
the United States Mortgage Bond building, 
607 Shelby street, during the erection of a new 
$2,500,000 Maccalees building on the site of 
its former offices, at Woodward and Putnam 
avenues, Detroit. 

The new Maccabees building, which will be 
ready for occupancy January 1, 1927, was de- 
Albert Kahn, Inc., and will be 
iourteen stories in height. It will be what the 
architect describes as a “pure American” type 
of architecture, free from all deceptions in de- 
sign and portraying the spirit of American 
business methods hy a cleanness and natural 
beauty of design found in no other recognized 
tvpe of architecture. Light and air are pro- 
vided for every office by setting the upper 
stories back from the line of the lower floors, 
instead of having an air well. The building 
will be of reinforced steel construction, faced 
with Indiana limestone. 

Included in the Maccabees’ quarters will be 
a large and a small auditorium, the latter suit- 
able for lodge meetings and other smai! gath- 
erings. The vault for storing its reserves, 
which now amount to $25,000,000, will be in 
the basement, and will be of the safest pos- 
sible construction. 

The past year has been the most successful 
in The Maccabees’ history, the supreme com- 
mander, A. W. Frye, states. $23,000,000 in 


signed by 


new business has been written this year to date, 
compared with a total of $22,000,000 in 1924, 
and ledger assets have increased $6,750,000. 
The Maccabees now has approximately $200,- 
600,000 insurance in force, and has paid $158,- 
000,000 in claims. 
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IT IS WORTHY OF ALL ACCEPTATION THAT 


THE RAILROADS 


threading like a shuttle this country east and west, north and 
south, binding it in indissoluble bonds; 


THE HOTELS AND APARTMENTS 
housing and entertaining a great multitude made up of a score 
or more nationalities; 


THE HOMES, CHURCHES, AND COLLEGES 
teeming with the young life of the nation in preparation for the 
citizenship of tomorrow; 


THE INDUSTRIAL AND UTILITY CORPORATIONS 


providing the labor and the wage for the great common people, 
of whom Abe Lincoln said, ‘“The Lord loved them because He 
made so many of them,” 


Have largely been made possible by 


LIFE INSURANCE MONEY 


THE INTER-SOUTHERN LIFE 
INSURANCE COMPANY 


Louisville, Kentucky 


has had a part in this great achievement for almost a score of 
years and the investments in these various lines of endeavor 
enable us to 


protect the beneficiaries— 
—perpetuate the income— 
—educate the children— 
—conserve the business— 
—pension the retired. 


POLICY HOLDERS OF THE COMPANY 
in the degree and manner provided in the contract. 


GROUPS AND EMPLOYEES’ CLUBS 


are also provided for and the provision becomes a boon of 
satisfaction to 


EMPLOYEE AND EMPLOYER. 


Inter-Southern Life Insurance Company 


LOUISVILLE, KENTUCKY 
IS A GOOD COMPANY 


Good Agents Can Get Good Contracts. 














PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 


- 


PRESIDENT 




















Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. / 


Fill out the coupon below and / 
mail today. / 


4 HE 
SPECTATOR 
135 William St., 

New York 

THE SPECTATOR 7 Gentlemen: ; 
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PROPERTY VS. LIFE VALUE 





Dr. S. S. Huebner Addresses Buffalo 
Life Underwriters 


POLICIES ARE BONDS, HE SAYS 


Time for Scientific Treatment of Insur- 
ance Economics Is Here 
acrrALO, N. Y., October 27.—One of the 
things that particularly impressed the Buffalo 
‘nsurance men who heard Dr. S. S. Huebner 
a: the meeting of the Buffalo Life Under- 
yriters, Inc., at the Statler Hotel, October 23, 
was his terse and effective definition of life 
insurance and life insurance selling. 
The life insurance policy should never have 
heen called a policy. he said. It is a bond and 
the premium is only a deposit. The reserve is 
merely a sinking fund like the sinking fund 
which any firm should provide against the pay- 
ment of its bonds. A life insurance salesman 
is a bond salesman selling a bond that every- 
Life insurance is needed by the 
are 
rich 


one needs. 
poor for no other reason than that they 
poor and life insurance is needed by,the 
because they are rich. 

The life insurance policy is « pooling ar- 
rangement by which those who pass on too 
soon receive a large contribution from those 
who live too long. Life insurance has been 
referred to as an intangible thing. It is one 
of the most tangible things in the world be- 
cause it makes tangible the most important 
thing in economics, life values. 

Life insurance is an institution devoted to 
establishing life or brain values. Property 
values consist of material things—land, build- 
ings, machinery, materials and finished 
goods. Life values are factors comprised 
within our person—our training, ability and 
industry, our power to initiate policies and our 
driving force to bring about a realization of 
what the mind creates. Life values in eco- 
nomics have been almost neglected. We have 
emphasized the tangible material things, the 
product rather than the source of the product. 
Were it not for life values there would be no 
property values. 

The time has come when it is as necessary 
to treat scientifically the brain values as 
property values. The economic studies of the 
future will come to recognize this and it will 
change all our economic thinking. 

Life insurance is corporate finance. It is 
wills and trusts. It is taxation. In fact, it is 
all the known business factors applied to life 
values in the same way that we are accustomed 
to apply them to property. 

Life insurance is a simple subject, provided 
we use simple language in talking about it. 
There is no crime in placing a valuation on 
a life. A life is worth honestly what it can 
render in service to others. 

Most men cannot do more than be of service 
to their families, and yet if everyone did the 
rght thing by his family this would be a won- 
derful state and life insurance would be the 
sreatest financial institution there is. 


Taw 





Some men accomplish their family obliga- 
tions and go beyond that, making themselves of 
service to their associates and employees. Their 
life values are worth more and should have a 
higher insurance valuation. 

A few go beyond all this and are of service 
to charitable institutions, to schools, churches 
and communities. The these men 
should have the highest valuations of all. 

A man is of no value to himself unless he 
is of value to others. 

Dr. Huebner, who is professor of insurance 
and cemmerce at the Wharton School of Fi- 
rance and Commerce, University of Pennsy!- 
vania, dwelt on the future importance of the 
life institution, when he said, in 
part: 


lives ot 


insurance 


When the real significance of life values in 
and the 


our business and family relations, 
capitalization thereof through life insurance, 
once become generally recognized, life in- 


surance is bound to become the greatest finan- 
cial business in the world. The 64 billions of 
life insurance now outstanding with legal re- 
serve companies will seem small by the end 
cf another generation. During the past year, 
four times as much life insurance was pur- 
chased in the United States as ten years ago, 
despite the fact that the population has in- 
creased by only one-sixth. In other words, this 
rate of growth is sure to continue. The ag- 
eregate of this nation’s life values, capitalized 
on the basis of current earnings at five per 
cent, exceeds the total national property value 
hy at least six times. If every person insured 
for an amount equal to only five years’ earn- 
ings, and what a small amount that is, the 
total outstanding life insurance would now 
be 150 billions. And if every person did the 
right thing by way of capitalization through 
life insurance, we would be thinking in the 
realm of a trillion. 


Goes With Columbus Mutual 
Walter J. Dwyer, formerly connected with 
the Equitable Life Insurance Company of 
Iowa at Dayton, Ohio, has signed a contract 
with the Columbus Mutual Life Insurance 





Wa ter J. Dwyer 


Company and will have headquarters at In- 
dianapclis, Ind. He will do special field work 
in Ohio, Indiana, Kentucky and Illinois. 


While at Dayton Mr. Dwyer established an 


agency for the Equitable of Iowa, which did 
over five millions of new business a year. 


EE 





MEET IN CHICAGO 


Life Agency Officers to Hold Ninth 
Annual Gathering 


PRELIMINARY PROGRAM READY 


Sessions on November 17 and 18—Round- 
Table Discussions Arranged 


The ninth annual meeting of the Association 
oi Life Agency Officers will be held at the 
I'dgewater Beach hotel, Chicago, on November 
i7 and 18. The keynote of the convention will 
be “The Work of the Agency Department in 
the Home Office and in the Field.” Arrange- 
ments for the full schedule of events are going 
forward rapidly, and the preliminary program 
of topics, already decided upon, is as follows: 


Tuesday Morning—Agency Problems at the 
Beginning of the Twentieth Century. 

Progress and Changes 10 1925. 

Opportunities for the Future. 

Non-medical Business from the Agency De- 
partment Viewpoint. 

Complimentary luncheon, 12:30 noon 

Tuesday Afternoon—Informal Discussion of 
Problems Facing the Agency Department, with 
Particular Reference to the Service Rendered 
by the Life Insurance Sales Research Bureau. 

Tuesday Evening — Banquet, Edgewater 
Leach hotel. 

Wednesday Morning—The Agency Depart- 
ment—Functions and Organization in Home 
Office Field Work. : 

Complimentary luncheon, 12:30 noon 

Wednesday Afternoon-— Continuation of 
Morning Discussion. 

Committee Reports. 

Installation of New Officers of Organization. 





UNION LABOR LIFE SEEKS PERMIT 


Will Do General Business in Maryland— 
Surplus Will Be $1,000,000 

BattimoreE, Mp., Octobe. 26—The Union 
Labor Life Insurance Company of Baltimore 
filed application with Carville D. Benson, Mary- 
land State Commissioner last week to do a gen- 
eral insurance business in the State of Mary- 
land. L. D. Wood, a New York attorney, 
acted as counsel for the company in filing the 
incorporation and application papers. 

The Union Labor is incorporated under the 
Maryland State law with an authorized capital 
stock of $1,000,000. It was organized under 
the auspices of the American Federation of 
Labor. Fifteen of the new company’s twenty- 
five directors are labor leaders and the con- 
trol of the company by the American Fed- 
eration of Labor is assured by a provision in 
the charter requiring that three-fourths of the 
directors shall be general officers of affiliated 
national or international unions. 

The new company was organized mainly for 
the purpose of taking care of the insurance of 
union laborers, the leaders in the movement 
claiming that insurance companies discriminate 
against union men, especially in the matter of 
group insurance. However, besides the union 
business the company will transact, it also 
plans to do insurance with the general public. 
The company’s authorized capital stock of $1,- 
000,000 will be sold at double the par value, 
thus providing a surplus of $1,000,000. 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

MOR RROT AUN ENEREAR 5a co: a 0 coro: o 5 16 se 9 1 9a sda oVacn verso 308,330.35 

CNT LES [Oat eR kate Es $500,000.00 

RR MPRRMBEDNIS core co sc Coke cis bbe ve 5 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
USEMEMRMPERS  escidis is onisis esky aieloree Onto $3,276,142.97 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 














A 1002 Company for 100 Years 
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and ALL Kindred Lines. 











The First Supplement To The Handy Guide 1925 


The first supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1925 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates 
of several prominent companies, thus bringing The Handy Guide fully up 
to date. 

Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s books, 
at 35 cents each, while the price to non-subscribers will be 50 cents. The 
three supplements to the 1925 edition of The Handy Guide will be furnished 
to subscribers to that book for $1. The Handy Guide, with this supplement 
will be furnished for $4.35 for the plain edition and $4.70 for the thumb- 
indexed edition, sent postpaid on receipt of price. Orders should be ad- 
dressed to 


THE SPECTATOR COMPANY 
InsuraNcE ExcHaNnce 135 Witviam STREET 


CHICAGO NEW YORK 














FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 








CAPITAL, $2,450,000.00 


ASSETS, $8,358,829.72 SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Union Inpemniry 
Company “ei227- 


New York 


Executive Offices 
830-836 Union Street 
New Orleans 





Insurance 


“It has done more than all gifts of impulsive 
charity to foster a sense of human brotherhood 
and of common interests. It has done more 
than all repressive legislation to destroy the 
gambling spirit. It is impossible to conceive 
of our civilization in its full vigor and progres- 





sive power without this principle, which unites 
the fundamental law of practical economy, 
that he best serves humanity who best serves 
himself, with the golden rule of religion, ‘Bear 


ye one another’s burdens’. 


Enclycopedia Britannica. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CASH CAPITAL 
TEN MILLION DOLLARS 


ERNEST STURM, CHainMan oF THE Boaro. 


PAUL L.HAID, Presipent. 
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Marsh & McLennan 
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Fire Liability 


175 W. Jackson Blvd., Chicago 
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NEW YORK SURVEYS 

New Equipments.— Bulletins No. 2256 and 
x8 of the Sprinkler Department of the New 
York Fire Insurance Exchange reports the in- 
stallation of ten new equipments which have 
been graded as follows: I, 100 per cent; 3, 
gs per cent; 1, 90 per cent; 4, 85 per cent; 2, 
73 per cent; I, 65 per cent; I, 60 per cent; I, 
50 per cent: 2, 45 per cent; I, 40 per cent; 
1, 20 per cent. 

The Insurance Society.—This has been a 
husy week for the Insurance Society because 
the opening meeting, with dinner, was held at 
the Hotel Astor, New York city. The prin- 
cipal features were the awarding of prizes 
and the two addresses. These were by Dana 
Pierce, president of the Underwriters Labora- 
tories, Inc., and by Frederick Richardson, man- 
ager for the United States of the General Ac- 
cident Fire and Life Insurance Company. 
With the opening of the surety course on 
Thursday night, all the courses which the So- 
ciety is giving are started upon their way. 
They include three courses in fire, one in casu- 
alty, one in marine, and one in surety. The 
total registration of students is slightly in ex- 
cess of 500. 

The Insurance Institute of America, Inc.--- 
Qn Monday the last meeting of the board of 
governors prior to the annual meeting was 
held. The principal business transacted was 
the checking up of what had been done during 
the year and the making of plans to insure the 
success of the annual meeting. The annual 
meeting was held on Tuesday, October 27, in 
the rooms of the New York Board of Fire Un- 
derwriters. The annual meeting, in addition 
to routine reports, was characterized by a dis- 
cussion of the educational plans. The subject 
of education is the primary purpose, in fact 
the only real purpose, of the Institute and it 
would really have no reason for existence if 
that were not the fact. Up to the present time 
the delegates to the conferences have been those 
irom the various insurance societies, but now 
that the Institute functions under a charter 
granted by the State of New York, there were 
present the representatives of many companies 
who are corporate members of the Institute 


FIRE INSURANCE TOPICS 














Qa nnn 








So far as the educational discussions are con- 
the 
from the meeting is that, while progress has 
been made in the past two years, there is an im- 
mense amount of work before the Institute can 


cerned, general conclusion to be drawn 


consider its educational plans even we!l formu- 
lated, let alone complete. 

The following officers were elected: Edson 
S. Lott, president; R. R. Brown, vice-presi- 
dent; Otho E. Lane, vice-president, and E. R. 
Hardy, secretary-treasurer. F. Highlands 
3urns, W. G. Falconer, D. N. Handy and Fred- 
erick Richardson were re-elected to the board 
of governors. Benjamin Rush was elected to 
the board of governors to take the place of 
Otho E. Lane. 


BOSTON AND VICINITY 

The Transcontinental Insurance Company 
of New York was recently admitted to Massa- 
chusetts to write fire, marine, with the excep- 
tion of ocean marine, and sprinkler leakage 
with Gilmour, Rothery & Co. as Boston agents. 

The program of the twenty-sixth annual 
meeting of the Massachusetts Association of 
Insurance Agents is now well under way. The 
bnsiness sessions will start promptly at 1:30 
on October 30 and for the first time in the 
history of the Boston City Club the women 
will be permitted to attend. Franklin H. Went- 
worth of the National Fire Protection Associa- 
tion speak on .“Decreasing the Fire 
Waste.” John W. Downs, manager of the In- 
surance Federation of Massachusetts, will de- 
“The Automobile Situation in Massa- 
To-day.” Thomas D._ Faulkner, 
president of the Connecticut Association, re- 


will 


scribe 
chusetts 


cently elected regional vice-president for the 
New England States, will be in attendance and 
Edwin J. Cole, past 
regional vice-president, will give some inter- 
esting facts on “The Chrysler System.” An 
invitation to the members of the New England 


will make a short address. 


Insurance Exchange and fieldmen to the din- 
ner in the evening has been extended by the 
Association. The speakers at the dinner will 
be Walter H. Bennett, secretary-counsel of the 
National Association of Insurance Agents, and 


the Rev. John Nicol Mark of Fall River. 


MUTUALS MAKE PLEA 





Want Exemption from Income Taxes 
and Filing Returns 





COMMITTEE VISITS WASHINGTON 
Terms of New Revenue Law Involved— 
Charge Revenue Bureau Is Following 
Wording, Instead of Spirit, of 
Statute 
Wasuincton, D. C., October 26.—Repre- 
the National Association of 
Mutua! Insurance Companies, headed by Harry 
F. Gross, Des Moines, Iowa; Harry P. Coop- 
er, Crawfordsville, Ind., and Harold P. Jansch, 
Chicago, appeared before the House commit- 
tee on ways and means on October 23 to urge 
that the proposed new revenue law, on which 
the committee is holding hearings, contain pro- 
visions granting mutuals full exemption from 
income taxes and freedom from the necessity 

of filing income returns. 

The representatives of the mutuals asked 
that farmers and other mutual companies, not 
included with mutual ditch, irrigation and tele- 
phone companies, be given a separate classi- 
fication in the new law. 

The suggestion for full exemption from in- 
come tax, it was explained to the committee, 
comes as a result of that provision in the 
present law which exempts them only if 85 
per cent of their income consists of amounts 
collected from members. Frequently, the wit- 
nesses said; the companies have surplus funds 
which they deposit in banks, drawing the reg- 
ular interest thereon, and possibly have a pe- 
riod during which they are called upon to pay 
no losses, 

The witnesses charged that the Internal Rev- 
enue Bureau was following the wording rather 
than the spirit of the law and was doing much 
to negative the efforts of Congress to aid the 
companies. It is understood that the bureau is 
now preparing new regulations which would 
treat proceeds from reinsurance companies as 
income. It was claimed that, having previously 
paid their losses in full in accordance with the 
terms of their policies, the reimbursement 
from reinsurance companies should not be con- 
sidered as income. 

Following the completion of their testimony, 
it was indicated by Representative Green of 
Towa, chairman of the committee, that full con- 
sideration would be given their suggestions. 
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FURS Insured against Loss of any kind 
(except Moth and Wear and Tear)at 
All Times and All Places 


A. F. SHAW & COMPANY 


60 Maiden Lane Insurance Exchange 
New York City Chicago, Il. 
General Agents - “All Risks” Department 

at 
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THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 
























A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 


pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 
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SMALL and LARGE 


Agents of a company like the Liver- 
pool & London & Globe can feel confi- 
dent of serving each and every client 
with equal efficiency. 


For they know that they are repre- 
senting an organization that is specially 
equipped and financially strong to 
handle the large as well as the smallest 
insurance matter. 


The L. & L. & G. agent always works 
secure in the knowledge that his Com- 
pany will satisfy his client—small or 
large. 
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Rochester, N. Y. 


An “‘old-line’’ Mutual Life Insurance Com- 
pany, with Home Office located in the East, 
has a General Agency opening in Rochester, 
N. Y., and surrounding territory. 


If interested write “S. M. L.,” care of 
THE SpEcTATOR. Your letter, outlining 
your past business connections, will be 
respected as confidential and an interview 
arranged. 
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GROUP SESSIONS 





Agents Tell Ad Conference They 
Want Personal Attention 





UPSET PRESENT THEORIES 





Everett Man Shocks Fire Group With 
Opinions on Fire Advertising 
[By a Starr CORRESPONDENT] 

Boston, Mass., Oct. 27.—The theory that 
advertising should be conducted strictly from 
the home office received a severe knock, at the 
meeting here of the Insurance Advertising 
Conference, from Harry Messinger, of Everett, 
Mass. who was invited to tell the fire insur- 
ance advertising men what agents want from 
them. He believed that the only way for ad- 
yertising to really accomplish results is for a 
competent man to visit the agent and advise 
him properly as to ways and means of using 
ihe material which the departments have pro- 
cuced. Mr. Messinger stated that he had spent 
a good deal of money visiting advertising de- 
partments, and had gotten much help from 
them, but believed that the advertising man 
should have come to him. Hints at the terrific 
expense which intensive personal cultivation of 
the agency field would entail failed to shake 
him from his stand. He has successfully used 
the systems outlined for him on his visits to 
home offices, and he believed, and was thor- 
oughly sold on the idea, that any agent could 
be shown how to advertise effectively. 

Mr. Messinger was asked if he thought the 
other means of advertising, especially trade 
paper advertising, should be subordinated to 
this idea, to which he replied in the negative. 
He said that trade papers are the best means 
for educating the agents, and that he believed 
they should be strongly supported. 


Discussion oF WALTER C. Hiny’s Paper 

The fire group session Monday afternoon 
rapidly developed into a discussion of Mr. 
Hills paper, read this morning. The question 
of getting to the policyholder direct came in 
for much criticism, and two of the prominent 
advertising men present, C. S. S. Miller and 
Warren W. Ellis, pronounced the idea im- 
practicable from personal experience. 

Under the chairmanship of Roy Chapman, 
Ohio Farmers Insurance Company, Le Roy, 
Ohio, discussions of various subjects were in- 
troduced. M. A. Condit, Commercial Union, 
started off with a paper, in which he discussed 
agency relations, pointing out six steps in the 
work of an advertising department. These are 
as follows: (1) Know the policy; (2) Getting 
the prospect; (3) The approach: (4) The de- 
monstration; (5) Getting the order; (6) After 
the sale, 

Mr. Taylor, of the American of Newark, spoke 
briefly upon the standardization of trade papers. 
He spoke of the necessity for different sizes of 
cits which he had to use in one campaign. He 
also mentioned that while his investigation was 
limited, he was unable to find trade advertisers, 
outside insurance, who were not strongly favor- 
able to the idea, 


J. W. Longnecker of the Hartford Fire In- 
surance Company, who will tomorrow report 
to the convention as a whole on the matter, also 
discussed it briefly, holding out the theory that 
by ability to interchange cuts, trade papers 
would soon recover the cost of standardizing 
their papers. 


DISCUSS DIRECT MAIL 





Second General Session of Ad 
Conference 





HOLCOMBE TROPHY WINNER 





J. W. Longnecker Receives Award for 
Hartford Fire—Metropolitan Gets 
Honorable Mention 
[By a Starr CoRRESPONDENT] 

Boston, Mass., Oct. 27—With a crowded 
program ahead the Insurance Advertising Con- 
ference got away with its second and final gen- 
eral toward three o'clock Tuesday 
afternoon. Luncheon with the Boston Adver- 
tising Club, at which Governor Fuller and C. 
King Woodbridge, president of the Advertis- 
ing Clubs of the World, were speakers, con- 
sumed much time. At that time President 
Woodbridge presented the Holcombe trophy to 
John W. Longnecker, advertising manager of 
the Hartford Fire Insurance Company. The 
Metropolitan Life Insurance Company, which 
won the trophy last year, received honorable 
Mr. Longnecker 


session 


mention in this year’s contest. 
was lured to the speakers’ table under the pre- 
text that it was desired to introduce him as 
chairman of the New England district of the 
Advertising Clubs of the World. He was 
therefore much surprised to receive a second 
call to stand up and be cheered. 
President Woodbridge gave an 
exposé of the work of his organization, which 
is widely varied and includes a large measure 


interesting 


of educational effort. 

Governor Fuller is head of a business which 
is famous for its advertising as well as being 
the chief executive of Massachusetts, so that 
his talk was full of kind words for advertising 
men. 

The first speaker introduced by President 
E. A. Collins was G. C. Parlin of the Curtis 
Publishing Company. He gave a most inter- 
esting analysis of the market reached by ad- 
vertisers in the Curtis publications. He pointed 
out that the coming generation is sold on the 
question of national advertising and that as a 
consequence a situation is coming about which 
the insurance companies will have to meet. 

Gardner Osborn, vice-president of Reimers 
& Osborn, the 
subject “An Outsider’s View of Insurance Ad- 
vertising.” Mr. Osborn believes in national 
advertising and believes that it will prove the 
only way of building up a better public rela- 


addressed the conference on 


tionship for insurance. 

R. E. Pratt of the Travelers Health Associa- 
tion, Omaha, Neb., out the result of 
metered mail tests conducted by his firm. 


gave 


15 


J. Seibels, 


VIRGINIA FARM RULE 





Meeting Postponed and Explanation 
Letter Sent Instead 





AGENTS’ PRESIDENT COMMENTS 





Situation to Be Threshed Out in Washing- 
ton, D. C., Next Month 

RicHMOND, VA., October 27.—Owing to the 
inability of a number of persons to attend the 
conference of the executive and conference 
committees, with the chairmen of all standing 
committees, of the Virginia Association, the 
meeting scheduled for October 23 was not held. 
The principal object the officers of Association 
had in view was a discussion of the situation 
with reference to the South-Eastern Under- 
writers Association mandatory farm applica- 
tion rule. 

In lieu of the meeting, President Charles P. 
Walford, Jr., has issued a “News Letter” to 
members, giving a resumé of the events lead- 
ing up to the conference held a month ago in 
Hartford between the executive committee of 
the South-Eastern Underwriters Association, 
and representative of the Virginia Association. 
Mr. Walford advises the members of the Asso- 
ciation that the whole question will be thor- 
cughly threshed out when the South-Eastern 
Underwriters Association meets in Washing- 
ton, early next month. In the meantime, he re- 
ports that very few agents are complying with 
the rule, and that the companies are not in- 
sisting upon cancellations for violations. 

While it appears that in only two States, 
Virginia and South Carolina, the agents as a 
whole were actively opposed to the rule, the 
Virginia agents alone seem to be making a 
vigorous effort to have it rescinded. 

In fire insurance circles in Virginia, rumors 
have buzzed back and forth about legislation, 
but it appears that the Virginia Association will 
not seek to accomplish its ends through this 
means when the general assembly meets in Jan- 
uary, 1926, preferring to reach an agreement 
with the companies, if this can be accom- 
plished. , 


BIRMINGHAM FIRE ORGANIZING 


Capital Will Be $250,000—Surplus Is 
$375,000 
The Birmingham Fire Insurance Company 


is being organized in Birmingham, Ala. The 
new company is to have a capital stock of $250,- 
000, divided into 2500 shares of a par value 
of $100. The shares will sell at $250 each, thus 
giving the company a surplus of $375,000. 

H. G. Seibels, of the Jamison-Seibels Insur- 
ance Agency, is the leading factor in the com- 
pany’s promotion. The list of stockholders in- 
cludes some of the most prominent business 
men in Alabama. Among the insurance inter- 
ests backing it are Jamison-Seibels Insurance 
Agency, Birmingham; Russell Ladd, of Thames 
& Batre, general agents, Mobile; Albert J. 
Brame, general agent, Montgomery, and John 


of Seibels, Bruce & Co., general 


agents, Columbia, S. C. 
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The Chicago Evening Post 


Will publish on December 3 Ist its 
8t Annual Jnsurance Review 


Having devoted from one to two pages a week to insurance 


news for the past ten years, this ANNUAL INSURANCE 
REVIEW has gained a national reputation. 


Advertising space should be contracted for 
by November 10th to insure a 
good position. 





So Act Promptly! 











ADDRESS: 
INSURANCE 
DEPARTMENT, 
CHICAGO 
EVENING POST, 
12 So. Market St., 


CHICAGO, 
ILLINOIS 





























Oct 


MIL 


Cond 


Th 
agent 
tion 
and ' 
resolt 
adopt 
tion, 
agent 
that | 
ate € 

W. 
dent 
ing y 
Dudle 
Wago 
Brow 
secret 
sist 0 
Chad 
Flint, 
next } 

The 
resolu 

We 
in all 
regior 

We 
Milwe 
only 1 
port 
hearti 
bers ¢ 

We 
tion o 
all loc 
and b 
prever 

We 
insura 
ducem 
crease 

We 
commi 
of tim 
tion a1 
bers. 

We 
sel of 
who di 
most 
Pioneet 
done s 

that th 
to him 
tor his 

Ame 
ticn w 
eutom 
of Cas 
Robert 
B. Call 
and ch 
0! the 

Mr. 
the su 
answe 





lursday 








October 29, 1925 


—_——_———— 
—— 


w. J. REINEKE ELECTED 














Heads Michigan Agents 
Association 


MILWAUKEE RESOLUTION ENDORSED 


Condemn Insurance Certificates of Limited 
Value as Inducement to Sale of 
Merchandise 


The Michigan Association of Insurance 
acents held its twenty-seventh annual conven- 
tion in Kalamazoo, Michigan, on Wednesday 
and Thursday of last week. The Milwaukee 
resolution of the National Association was 
adopted and is now embodied in the constitu- 
tion, which was also amended so that only 
agents who represent exclusively companies 
that observe the principles of the Association 
ae eligible for membership. 

W. J. Reineke of Detroit was elected presi- 
dent of the Michigan Association for the com- 
ing year. The vice-presidency went to Lee A. 
Dudley, Battle Creek, while J. L. Van 
Wagoner, Pontiac, was made treasurer. George 
Brown of Detroit was again chosen executive 
secretary, The governing committee will con- 
sist of the three principal officers, with G. C. 
Chaddock, Muskegon, and Phil J. Braun, 
Flint, Michigan. It was decided to hold the 
next meeting at Grand Rapids. 

The Michigan agents passed the following 
resolutions : 

We urge the establishment of local boards 
in all communities and the continuation of our 
regional meetings. 

We reaffirm the principles laid down in the 
Milwaukee resolution and pledge our allegiance 
only to those companies who consistently sup- 
port the American agency system, and we 
heartily condemn the patronage by our mem- 
lers of those companies flagrantly vioiating it. 

We recommend the whole-hearted c3-opera- 
tion of this organization and its members with 
all local agencies engaged in the improvement 
and betterment of our community and in the 
prevention oi fire waste. 

We condemn the growing practice of issuing 
insurance certificates of limited value as in- 
cucement to the sale of merchandise or the in- 
crease of the circulation of periodicals. 

We express our thanks to our officers and 
committeemen who have made great sacrifices 
of time and money in the cause of the associa- 
tion and for the good of the individuai mem- 
bers. 

We miss the friendly countenance and coun- 
sel of old “Pop” Eldridge (W. A. Eldridge), 
who did long years of faithful service under the 
most discouraging and trying times in the 
Pioneer days of the association, and who has 

done so much for our organization, and ask 
that the secretary be instructed to communicate 
to him our regret for his absence and hopes 
lor his attendance regularly hereafter. 

Among the leading speakers of the conven- 
ten were HH. P. Stellwagen, manager of the 
eutomobile department of the National Bureau 
of Casualty and Surety Underwriters; W. P. 
Robertson, manager of the Alliance; William 
B. Calhoun, president of the Milwaukee Board 
and chairman of the fire prevention committee 
0: the National Association. 

Mr. Stellwwagen gave an interesting talk or 
the subject of automobile rate making, and 
answered questions put to him by members on 
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the question of “How do the mutuals and re- 
ciprocals stay in business on cut rates?” 

A joint banquet of the Michigan Association 
of Insurance Agents and Insurance Federaticn 
of Michigan was held in connection with the 


convention. 


JOHN A. FORRESTEL APPOINTED 
LOCAL SECRETARY 
In Charge of Philadelphia and Suburban 
Business for North America Group— 
Other Changes Announced 


John A. Forrestel, local manager of the Al- 
liance in Philadelphia, has been appointed local 
secretary there for the entire North America 
group, composed of the Insurance Company of 
North America, the Alliance, the National Se- 
curity, and the Philadelphia Fire and Marine. 
Mr. Forrestel will have charge of the Phila- 
delphia and suburban business for the com- 
panies. The Alliance at 420 
Walnut street will be maintained for the pres- 
ent, and when the Insurance Company of North 


branch of the 


America moves to its new home office on No- 
vember 5, it will continue its fire, inland marine, 
automobile and hrokerage departments at the 
old location. 

Walter S. 
for the North America ai the downtown Phila- 
delphia office, and Raymond A. Heins, assistant 
to Mr. Forrestel, will become local manager of 
the Alliance. Victo De Lacova will handle th: 
suburban department of that company. 

The downtown automobile department will be 
headed by Leroy Curry, and Fred C. Clement 
lias been appointed manager of the city and 
suburban automobile departments of the North 
America. G. Abbott Hunt, Jr., will be marine 
manager of the downtown office of that com- 


Pelham will become city manager 


pany. 


Palmetto Without License in Ohio 
Judge Donahue, of the United States Circuit 
Court of Westenhaven 
and Hough, 
opinion in the Chrysler-Palmetto case in Ohio 
which sustained the position of Hon. Harry L. 
Conn, Insurance Superintendent of that State, 


Appeals, and Judges 


district judges, handed down an 


in revoking the license of the Palmetto Fire 
ir Ohio. The upheld Superintendent 
Conn in his contention that the 
Palmetto plan was a violation of the insurance 
Ohio. This leaves the Palmetto with- 
until such time 


court 
Chrysler- 


law of 
cut a license in that territory 
as it complies with the Superintendent’s re- 
quirements. 


Central Fire May Increase Capital 
BattimoreE, Mp., October 26.—A 
building, opposite the Baltimore City Hall, has 
been purchased by the Central Fire of Balti- 
more, to be connected with its old building, ex- 


fine new 


tending through to Baltimore street on Holli- 
Growing business has made neces- 
The 


about to increase its capital stock to 


day street. 


sary the larger property. company 1s 


provide 


for expansion. 


W. B. WHITE CHOSEN 


Made Supeintendent of Survey 
Bureau of New York Board 


OTHER APPOINTMENTS ANNOUNCED 


J. C. Forsyth Becomes Supervising Engi- 
neer of Bureau of Electricity 

W. B. White has been made superintendent 

of the Bureau of Surveys of the New York 

Board of Fire Underwriters. The election of 


Mr. White to take the place of the late 
Superintendent Stewart was approved at the 
last regular monthly meeting of the Fire 
Underwriters. 

The committee also made several other 
recommendations, which were approved, to 


bring about greater efficiency in the manage- 
ment and operations of the various bureaus. It 
was the decision of the committee that the dual 
position of superintendent of the Bureau of 
Surveys and Electricity was no longer neces- 
sary, and it recommended that the work of the 
committee of surveys and the work of the com- 
mittee of electricity be continued separately 
under their individual supervision, keeping the 
same close co-operation that has previously ex- 
isted. 

Besides the promotion of W. B. White there 
were several other advancements made in the 
personnel of the Board. J. C. Forsyth was ad- 
vanced to supervising engineer of the Bureau 
of Electricity; Charles T. Vilade, to chief in- 
the Bureau of Cc. °S: 
Cahaskie to chief inspector of the Bureau of 
Electricity, and F. M. Squires, formerly 
assistant to Mr. Forsyth, was placed in charge 
of the 


spector of Surveys; 


3rooklyn office of the Bureau of Elec- 


tricity, with the title of assistant chief in- 
spector. 

All the men are of long experience and 
eminently fitted for their new positions. Mr. 


White has been with the board since 1895, and 
since 1¢o9 has supervised the work of the in- 
spection bureau, while Mr. Forsyth has been 
with the board since 1&9: and has supervised 
The employ- 
Mr. Vilade dates back to 1893, he 
having been assistant to the chief inspector 
since 1900. 

Mr. Squires was employed in 1920 and has 


electrical inspections since 1895. 
ment of 


assisted Mr. Forsyth for the past two years 
Mr. Cahaskie was formerly with the Suburban 
Fire Insurance Exchange, and before the con- 
solidation of the electrical inspection depart- 
ment with the Board was in charge of the elec- 


trical field inspection force. 


H. A. Bayern Presides at Insurance 
Political Meeting 

Bayern, executive chairman otf 
Associa- 


Herman A. 


Agents and Brokers 


tion for James J. Walker for Mayor, presided 


the Insurance 


over an outdoor meeting of that organization 
held in New York city last week. Among the 
speakers were George Gordon Battle, James 
J. Hoey, T. Franklin Hogan, and Daniel T 
McEnery. 
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OUT IN INDIANA 


The state of history, a leading commonwealth in agriculture 
and manufacturing, can be found the widest possible scope for 
successful men in Life Insurance Salesmanship. THE WEST- 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 
Indiana, has just closed a MILLION DOLLAR deal on one of 
the largest manufacturing enterprises in the west. The com- 
pany is making satisfactory progress and can use capable men 
in its organization under advantageous contracts. Address 
communications to either— 

Gaylord Davidson, Agency Manager, 


John W. Dragoo, Secretary, 
J. H. Leffler, President. 
























YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO, 


HOME OFFICE SHREVEPORT, LA. 
J.C. EVERETT, Mer. J. E. LEEPER, Mer., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 































THE WOMAN’S BENEFIT ASSOCIATION 


ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


The Rates are Adequate 

Total Membership is over 268,000 

The Reserve Fund is over $19,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Health Service at W. B. A. Health Centers 

Visiting Nurse Service Free for Sick Members 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 

Its Reviews are Social and Welfare Centers 


Write for Information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 
Supreme Commander, Port Huron, Michigan Supreme Record Keeper, Port Huron, Michigan 








GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 














HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 
The 65th Annual Report Shows: 


Premiums received during the year 1924................2- $8,003,453 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc..............00. 6,321,524 
MSO RE 0 POMBO Ss 5 5255545: 0514 06 Gihr6/a nse 565 OU viele Kiareseleele 2,801,996 
Actual Mortality 62.4% of the amount expected. 
ASTER TG ETI OEI EOD os 5 60 aco: /@)s'6 9516 /0:4) 6. 6r0re ews Sle rela 0s Wik ease 260,530,414 
RAIDER EIEN 65's c) 55)5.0'o'016 os Srrein oiSaNe Vie Sie e!ee wk SAE Ole 51,457,218 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Ropes Kyle, Medical Director 
Independence Square Philadelphia, Pa. 
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Company 


Stocks 


Our Analytical Comparison Sent on Request 


Gilbert Eliott ©& Co. 


Members New York Stock Exchange 


New York 


Telephone Bowling Green 0290 
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Moral Hazard in Insurance 
(Continued from page 4) 
petween bootleggers as a class and reputable 
men in legitimate business as a class. The 
hootlegger, Whatever the part he plays, has 
deviated widely from the accepted standards of 
what is right. His automobile, in which liquor 
is transported, may be subject to some haz- 
ards not present in the car used for the pleas- 
ure of his family, but back of both stands the 
man who comes from a group with high moral 
The risk is bad because the character 
There is moral hazard 
A law- 
breaker to begin with, you could not look to 
him to keep the moral law of his obligation in 
an insurance contract if there came a time of 
stress or period of pressure. You are largely 
at the mercy of his decisions, if to break it 
would aid in the solution of any problem he 


hazard. 
of the assured is bad. 
in any form of insurance sold him. 


might have. If companies could accomplish 
a standard practice of declining coverage to 
people of unreliable character, insurance, so 
often an incentive to fraud and crime, would 
free itself from those destructive forces and 
would be allied wholly with the constructive 
forces of business, credits, and social service. 


CHARACTER A BiG FACTOR 

Now that I have illustrated my point that 
reliable character is the basis of a good insur- 
ance risk, we come to the rabbit pie of the 
proposition. As we must first catch a rabbit 
to have a rabbit pie, thus we must establish 
the character of the assured to do good under- 
writing, and that is not always an easy thing 
to do. Since the great masses of risks are 
good, because most men are rehable, we can 
approach this from the side of the exceptions. 
First, there is the group, not discerntble at all 
through any previous breaking away from ac- 
cepted standards, that shows up in periods of 
general economic stress. This is the latent 
moral hazard common to all forms of insur- 
ance. People who are normally reliable, but 
because their characters are the thin veneer of 
convention, maintained by custom and imita- 
tion, break under the stress of economic pres- 
sure, or from a lack of stamina to take the 
medicine of the situation in whtch they find 
themselves. The toll of such periods has been 
well illustrated in the recently published chart, 
Incendiarism, by the Glens Falls Insurance 
Company, with to fire insurance, 
showing the rising curve of fire losses follow- 
ing perfectly the rising curve of business fail- 
ures. I dare say, a similar chart and a simi- 


reference 


lar curve could be made for any form of in- 
surance. They are first offenders, brought to 
light by the pressure of circumstances, and 
there are no earmarks to distinguish them. 
Then we come to situations that are more 


or less discernible, where the temptation for 
financial gain, or more frequently the effort to 
get out of a difficult or problematical situation, 
Prompts the individual to sell out to the in- 
surance company, or leave it with the bag to 
hold. To forecast, an underwriter must not 


only know the danger signs, but recognize 
when and where to look for them. He must 
have enough information about the assured to 
be able to do this, and unless he has enough 
to know the risk is good, then he is working 
in the dark until he gets it. It is not enough 
to throw up the guard of inquiry when he has 
a tip or indication of something untoward in 
the risk, but he must be in possession of the 
positive indications, conclusive, as to the re- 
liability of the subject for coverage, or the 
danger signals of moral hazard will escape 
him. 

Illegal business, criminal records, gangmen, 
prostitutes, professional gamblers, purveyors of 
vice, and chronic insurance claimants are all 
beyond the pale for any formr of insurance. 


DouBsTFUL CLASSES 

In property coverage, general fire, automo- 
bile and burglary, all newcomers, people who 
drift around, and people of frequent busi- 
ness changes are in the doubtful class. The 
antecedent history must be clear. Location, 
neighborhood and environment are important. 
Domestic troubles, hurtful drink, immoral 
habits, and record of dishonest transactions, 
effect the moral of the risk. The personnel 
make-up of firms, corporations, and partner- 
ships, is essential. 

For these lines and for surety lines, the finan- 
cial condition and the ability to finance the 
undertaking are of high importance. The 
assured’s business course, up or down, succeed- 
ing or failing, must be known. There is usually 
something fundamentally wrong with people 
or firms who won’t pay their bills and must be 
sued or otherwise pressed for their obligations. 
The personal credit record is a factor which 
should not be overlooked in any form of in- 
surance. 


PERSONAL CREDIT RECORD 

In fidelity lines, this is especially important, 
and the personal life, associates, and pastimes 
of the assured are a controlling factor; also, 
the tax of his family or outside interests on 
his resources. 

In life and accident insurance, moral haz- 
ard is usually the hidden facts of health or 
health history which, if disclosed, would ren- 
der the risk unacceptable, or in the habits, 
practices, or occupational hazards or environ- 
ment calculated to shorten life to less than the 
normal expectancy; also, over-insurance, espe- 
cially in disability claims, malingering, or a 
health condition that would prolong impairment 
in case of accident. 

In liability lines: 
reputation for 
also peopie of foreign extraction who, through 


a record of accidents or a 
recklessness or carelessness: 
ignorance or inability to speak English, prej- 
dice the case against the carrier. 

In the items, I have only touched some of 
the most obvious and apparent situations on 
which information for risk selection is neces- 
sary. I have named them more as _ illustra- 
tions than as a list, for to catalog all the lairs 
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of moral hazard would carry me beyond your 
indulgence. Every caution I have mentioned, 
however, if squared by the character, will be 
found to raise the question of how much may 
the carrier rely on the representations and the 
acts of the assured. Insurance, even for prop- 
erty coverage, is not on the property, but on 
people with reference to property. The solu- 
tion to the problem is “information,” informa- 
tion about the man insured. 

Lines of property coverage, especially gen- 
eral fire and automobile, are written with prac- 
tically no information about the assured. The 
daily report is meager to the point of barren- 
ness. As a basis for underwriting, it is totally 
inadequate. There is not present the proper 
machinery in the form of questions and answers 
to provide the home office with enough informa- 
tion to measure sufficiently the person insured. 
The business has got away on the wrong foot, 
so to speak, and the companies seem unable 
to swing it around to where their reason- 
able needs for information can be satisfied 
through the field forces. A greatly amplified 
daily report or an application blank should be 
used, as it is in life, and fidelity and surety 
lines. There is no opposition on the part of the 
public to furnishing underwriting information 
to these carriers—the business is done that 
way; nor would there be opposition to furnish- 
ing similar information on property coverage 
if that were the custom. It fsn’t the public re- 
sistance, it is the agency resistance. Through 
competition for premiums, for agency favor, 
the companies have worked themselves into a 
situation where they must accept the business 
offered them or go entirely outside their own 
organization for underwriting information to 
guide their decisions. With the rising tide of 
moral hazard, the companies have a problem 
as big as the problem of the ultimate security 
of their contracts, to find a means to provide 
themselves with underwriting information to 
disclose moral hazard. 


ADVERTISING FoR Losses 

Now I shall talk about something I know 
less about—advertising; and ‘if I am able to 
say even a little that will be helpful to your 
advertising, particularly advertising that won't 
invite losses, I shall be very happy for the 
occasion which has given me this opportunity. 

No branch of insurance has yet covered its 
entire field. The public, our people in this 
country alone, need a whole lot more insur- 
ance, and any joint or concerted advertising 
campaign promoted by a group of companies, 
or done by a single company for the good of 
the group, has a very large field before it. The 
need for your product is clear, but the demand 
in proper force is vet to be created. 

The objective of such advertising should be 
to get people to take their insurance needs 
more seriously. If we could bring men and 
women to approach their insurance necessities 
with the same seriousness and depth of plan- 
ning they apply to their income tax obligations, 


(Continued on page 25) 
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To Our Agency Force:- tion of 
aZOO 
Speaking cf BONDS - how about- PUBLIC OFFICIALS? Michie 
The f 
Here's a list that might suggest a few prcspects to you. Maybe Grow, 
you've already got 'em. If YOU haven't SOMEBODY ELSE HAS. But Detroit 
there will ccme a time when NEW BONDS will have to be written and Giants, 
it is on that OPPORTUNITY OFFERING OCCASION that we want you to fix ee 
your thoughts. 1. Ray 
LOOK OVER AND REMEMBER THIS LIST - ae 
County Treasurer; County OC:mmissicners; County Attorney; Crunty “ey 
Surveyor cr Engineer; County Clerks and Deputy County Clerks; Court Neve. 
Clerks and Devuty Court Clerks; County Superintendents of Education; Booth, 
County Sheriffs and Deputy Sheriffs; County Assessors and Deputy MicDon 
County Assessors. any 
As you know, the above Gentlemen HAVE NO CHOICE. They have GOT to > 
make BOND and scme Gocd Insurance Man is going to get the business. — 
We believe YOU are that man. It wouldn't be a bad idea a-tall to Reineke 
begin to drop in on these fellcws if you think they are going to dent Re 
be returned to office at the next election. If they are not in the of the 
race, find out who is, and begin to "mix around" a little. No 
events 
Developing your field IN ADVANCE is a fine thing to do. It's like speech | 
the farmer wh) prepares his soil before he does his planting. a 
avorab 
IT'S A WHOLE LOT BETTER TO BE READY TO GO, THAN TO GO AND NOT BE the diff 
READY the ten 
z the inst 
THERE IS NO MORE ATTRACTIVE LINE THAN BONDS. — 
The DEMAND for them is CONSTANTLY INCREASING. More and more people eo 
are being put under bend. It's a good idea. It helps everybody. Bch, 
th 
Give a LITTLE MORE THOUGHT to Bonds. It will PAY YOU HANDSOMELY. wo Ss 
ing only 
spend t' 
Yours hopefully, i 
A joi 
in hy n 
and the 
VV 
tropolit 
dinner 1 
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Michigan Federation Meeting Held 
in Kalamazoo 





J. T. HUTCHINSON ON PROGRAM 





Secretary of National Body Talked About 
Paternalistic Legislation—J. V. Barry 
Was Banquet Toastmaster 
The annual meeting of the Insurance Federa- 
tion of Michigan was held last week in Kala- 
mazoo at the same time as the gathering of 
Michigan Association of Insurance Agents. 
The following officers were elected: J. F. 
Grow, Detroit, president; Mark T. McKee, 
Detroit, vice-president and counsel; F. F. Mc- 
Ginnis, George W. Carter, Ethan Thompson, 
E.C. Bowlby and E. L. Platts, vice-presidents ; 
Theodore J. Hennes, Detroit, secretary; Chas. 

L. Raymond, Detroit, treasurer. 

The directorate of the organization is now 
composed of the following: A. H. Gannser, 
John Walsh, W. B. Schmidt, William Wallace, 
G. C. Chaddock, Charles E. Freese. N. A. 
Bloom, John W Newall, C. E. Boyland, E. J. 
Booth, E. J. Bullard, C. L. Ayres, Alexander 
McDonnell, J. M. Crosby, F. T. McComber, F. 
L. Winter, L. K. Hennes, W. Corbin Douglas. 
G. M. Goodell, J. L. Galster, Theodore Griffin, 
A. G. Crandall, W. H. Pendleton, H. H. 
Wright, Fred Guenther, 1. E. Hubbard, O. A. 
Leonard, C. D. Bennett, C. A. Flagg, W. J. 
Reinecke and C. L. Raymond. Retiring Presi- 
dent Reinke was subsequently elected president 
of the Michigan agents’ association. 

No deviation from the regular order of 
events was noticeable at the meeting, but the 
speech of John T. Hutchinson, secretary of the 
Insurance Federation of America, drew much 
favorable comment. Mr. Hutchinson discussed 
the difficulties of law eniorcement and decried 
the tendency of government interference with 
the insurance business. Outlining some of the 
trouble insurance has experienced from this 
source, Mr. Hutchinson, speaking of paternal- 
istic State measures of all kinds, said: 

In the United States the total of these State 
paternalistic measures introduced this year was 
more than a hundred. They appeared in thirty- 
two State Legislatures and in Congress, leav- 
ing only ten law-making bodies which did not 
spend their time and our money (collected as 
salaries, etc.) trying to put us out of business. 
A joint convention banquet was participated 
in hy members of both the agents’ association 
and the Michigan Federation. The famous J. 


V. (“Vie”) Barry, vice-president of the Me- 
tropolitan Life, acted as toastmaster at the 
ainner meeting, and on the program were Wil- 
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liam B. Calhoun, president of the Milwaukee 
Board, and Spencer Welton, vice-president of 
the Fidelity and Deposit. The paper by Mr. 
Hutchinson, held over from an afternoon ses- 
sion, was read at the banquet gathering. Re- 
tiring President Phil J. Braun of the agents’ 
association was presented with a handsome gold 
watch by the members of the organization. 


Marsh & McLennan Make Statement on 
Dodge Automobile Plan 
The following statement was given out last 
week by Marsh & McLennan, well-known 
brokers, regarding their connection with the 
Dodge automobile insurance plan: 


Arrangements have been made by Dodge 
Brothers to finance their retail sales of automo- 
biles through the Commercial Investment 
Trust of New York, of which Henry Ittelson 
is the president. 

Buyers of Dodge Brothers cars on the partial 
payment plan will not be forced to finance their 
purchases through the Commercial Investment 
Trust nor to use its insurance plan. 

On all cars sold by Dodge Brothers on the 
partial payment plan and financed through the 
Commercial Investment Trust, insurance will 
be placed by the Commercial Investment Trust 
under its regular insurance plan. There is 
nothing compulsory in this plan. Policies and 
(or) certificates are subject to the usual terms 
of cancellation and return premium. 

The Interstate Automobile Underwriters 
Agency, with offices at 135 William street, New 
York, with adjusting branches throughout the 
United States, writes the insurance on auto- 
mobiles sold on the partial payment plan and 
financed by the Commercial Investment Trust. 

Marsh & McLennan acted as the brokers in 
‘he negotiations. 





Indemnity Insurance and Insurance Com- 
pany of North America to Occupy 
New Home Office 
The Indemnity Insurance Company of North 
America and the Insurance Company of North 
America will move into their new home office 
building at 1600 Arch street, Philadelphia, on 
November § and will he ready for business 
there by November 9. No elaborate celebra 
tion plans have been formulated, but agency 
meetings and executive conferences will be 
held and there will be a luncheon meeting on 

November 5. 
Industrial Safety Council Meets Nov. 31- 
Dec. 3 

The ninth annual meeting of the Industrial 
Safety Council of New York will be held in 
Syracuse on November 30 and December 1, 2 
and 3. Plans for a speakers’ program and for 
various safety exhibits are now under way. A 
committee from the Compensation Inspection 
Rating Board is co-operating with the Council. 
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SURETY COMPANIES APPEAL IN IOWA 


Savings Bank Case Will Go to Higher 
Court 


Des Moines, Ia., Oct. 26.—Just as the State 
Banking Department was ready to issue checks 
for 20 per cent to depositors in the defunct 
Commercial Savings Bank, when attorneys for 
the Detroit Fidelity and Surety, and the Fereral 
Surety Company, gave notice of appeal to the 
State Supreme Court from the decision of 
Judge Joseph Meyer in the District Court. 
Upon the filing of notice of appeal, Judge 
Meye: issued an order requiring the surety 
companies to post damage bonds covering the 
full payment of $424,000, the amount of the 
zO per cent due depositors. 

The appeal was based on Judge Joseph 
Meyer’s order to pay the dividend and his order 
denying preference of public funds over those 
of general depositors. The bonding companies 
are sureties for public funds. 

Judge Meyer stated that in order for the 
appeal to delay payment of the dividend, it 
would be necessary for the bonding companies 
to file damage bonds guaranteeing all depositors 
iull payment of their share of the dividend. 

In case the bonds should be posted, the 
receiver would be forced to hold up the pay- 
ment to depositors pending a review of the 
appeal by the Supreme Court, Judge Meyer 
said. 

Should the bonding companies furnish the 
reauired supersedeas bond, the appeal would 
delay the payment date until the next Supreme 
Court term in January. 

Charter Granted to Accident Prevention 
Association 

The Industrial Accident Prevention Associa- 
tion, New York city, has just been granted a 
charter by the Secretary of State and proposes 
to give service under the workmen’s compensa- 
tion law of New York. Capital stock, consist- 
ing of shares with a value of $100 each, is 
$10,000. Directors for the first year are Mur- 
ray Elin, Mark Roman and W. S. Kraus. 

New York Indemnity Appointments 

The New York Indemnity Company, New 
York city, announces the following agency ap- 
pointments : 

Kohagen - Mendenhall Company, Duluth, 
Minn., as general agency for casualty, fidelity 
and surety lines. 

C. Stinnett Insurance Agency, Peoria, IIl., 
as general agents for casualty, fidelity and 
surety lines. 

Richard D. Taylor, Plainfield, N. J., as gen- 
eral agent for casualty and surety lines. 
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THE DEMAND FOR AN OUTLET FORSCATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 


Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 




















Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 


in 
FLORIDA — ILLINOIS 
TEXAS MINNESOTA 
UTAH SOUTH DAKOTA 





Assets $6,500,000 





Insurance in Force 
$65,000,000 











PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 














DETROIT FIDELITY AND 


SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. ‘This means an increased pre- 
mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 


States: 
Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 
Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 
Iowa New Jersey Virginia 
Kansas New York West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 
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“RAVINGS OF AN INSURANCE PRESIDENT” 
Frederick Richardson Quips His Way to New 


Honors at Insurance Society Dinner 


At the dinner of the Insurance Society of 
New York, held at the Hotel Astor in that 


city on Tuesday of this week, Frederick Rich- 


ardson, United States manager of the Genera! 
Accident, Fire and Life, won new honors as a 
speaker. Mr. Richardson has appeared before 
‘nsurance men as an advocate of agents’ rights, 
as a company executive, and in almost every 
he 


role on the insurance stage. This time 


turned poet and composed a series of rhymes 
wherein he flung amusing quips at his audience 
in the following stanzas: 


Though 
way, 

Takes no man’s dust, no matter what they say, 

“The Home” is home wherever you may go 

In heat and under everlasting Snow! 

But who can tell the cares that daily press 

On vour illustrious presidents, more or less: 

Or hope to plumb their deep and lasting woe 

When business or when profits start to go? 

How sad our hearts, and oh! how sorely rent, 

Unless our incomes increase ten per cent! 

What is this grizzly company, this horde 

Of hungry agents, union or board? 

Did we not, under prohibition, 

Consign the whole board crew to dim perdi- 


Bissell, briskly sweeping Hartford 








THE RANKING TEN IN CASUALTY, 


tion? 

Why should they come to haunt and vex the 
soul 

And Mezerole to us be Musterole? 

“The Globe is mine,’ says Jameson, “I know.” 

“Methinks ’tis not,’ says Anderson-my-Jo, 

“Otho the Great Niagara Falls may claim 

“But ours this orb quite early in the game! 

“Others may take the Sun, the Moon and 
Stars 

“And cage proud Eagles behind prison bars, 

“Annex the Phoenix and the Pelican 

“Or call themselves the Great American, 

‘But ours alone the heritage of birth, 

“Liverpool to own, and London and the Earth!” 

Then comes the Continental to the fore 

“Who let this English Phoenix through the 
door ?’ 

Whereon 
Percy. 

“Surely its entry was a crowning mercy, 

“And but for us and for the likes of we 

“Where in heaven’s name would San Francisco 
be?” 

And so the battle rages South to North, 

And forth and back and then both back and 
forth. 

Oh Maryland! where Highlands brightly Burns 

\nd blandy Bland his Bureau physic spurns, 

Why do those symbols “U. S. F. & G.” 


up speaks one Beresford, called 





Send shivers down the spines of you and me? 

Let Louis Butler, at the Travelers’ table, 

Daily recite the Hare and Tortoise Fable 

Till tired campaigners stumble through the door 

Moaning “Oh Gosh, there isn’t any more!” 

Let Holland’s Independence get in Dutch 

For having human relatives and such, 

Or competition make poor Duncan Reid 

Droop like a lily and go off his feed; 

Have we not Uncle Edson to defeat 

The “isms” when they get upon their feet, 

Our unseen enemies to fight and fist ’em 

When they attack the glorious American agency 
system ? 

My senses reel, 
gloom, 

I see stretched out unto the crack of doom 

Rules—regulations—regulations—rules, 

The schemes of wise men and the snares of 
fools, 

Until, like Alice in her Wonderland, 

Strange things befall and hard to understand, 

And voices faintly call where fountains gush 

“Show us the family tree of good Ben Rush; 

“And why is Chubb, and pray what brand of 
booze 

“Flows in 
Hughes, 

“And, by the name of Jiggs and also Jiggins, 

“Where dwell the ghosts of Johnson and of 
Higgins ? 

“Towner resounds his proud and valiant nose, 

“Eludes the pollen and to Paris goes, 

“And Marsh hob-nobs with nobles at princely 
Warwick, 

“Whilst for hay-fever Don takes paregoric; 

“So, pray, what is there left for you to do 

“Except to sneeze “Kerchoo! Achoo! Achoo?” 


and, peering through the 


the veins of Wilcox Peck and 








SURETY AND MISCELLANEOUS LINES—1924 


~ Below will be found a table showing the ten leading stock companies in the various casualty, surety and miscellancous lines ranked as to premium volume, together with their rank in total premium volum 


in the entire list of stock, casualty, surety and miscellaneous companies. The 


bottom line shows the percentage which the total premium income of the ten leading companies bears to the total premium income of al 
shown in The Insurance Year Book, Casualty, Surety and Miscellaneous Volume. 








stock, casualty, surety and miscellaneous companies in the particular lines as 
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Aetna Casualty and Surety, Hartford................ | bees 4 6 5 7 5 2 2 - 
Aetna Life, Hartford... . 3 6 4 2 2 2 ; ‘ re ae Be “ 
American Surety, New Yor wees : as “| 2 = 
Business Men’s, Kansas City, Mo. . ee 7 | 5 9 | | | 3 os | . - 
Columbia Casualty, New York............-..0ee000% [sees oe: | | | | 
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Commercial Casualty, Newark............-200- se eee < | 10 | al 4 | | ; | 7 F iseag | P 2 
Continental Casualty, Chicago............--2+eeeees 2 2 | eee —a eee * <a P “. ; : 
Employers Liability, London. ............2-eeeeeeee: Joveee | } 6 | 4 3 aoe vee | | ‘o4 f- a f x 
European General, London...........-eceeeeseceees | 8 | toy aker soe [oc eres “ . a4 , - ; aa 
Fidelity & Casualty, New York. ............--0000: 6 7 10 | 9 7 | 10 8 | | 7 a 
| } | a 
Fidelity & Deposit, Baltimore. Regeas nto n >? cC | ; Joccee | 3 | 1 vee | 10 | = ¥ 
General Accident, Fire & Life, Perth........... 5 | nae uae | . coos | : ; : 
Globe poensity, Newark. . araatenniathres j 9 vee | 8 10 | 9 | d ) 10 8 a 
Great Northern Life, Milwaukee............... | 9 | } re - | os owe ets ees 
Hartford Accident and Indemnity, Hartford. ... | 4 | a 7 | 9 | 9 8 | 4 4 4 6 
| | 
Hartford Steam Boiler, Hartford..................-. J osese | | | : eel 1 1 a8 aie 2 
Lloyds Plate Glass, New York..............seeee0e cose a 3 vee | : , ; bs 
London Guarantee and Accident, London.......... : : 9 6 | jf ote ; “a . ie : ; 
Maryland Casualty, Baltimore............... 9 : 7 ae 5 5 | 6 7 : 
Massachusetts Protective, Worcester................ | | 5 . | . | she 
} | 9 
Metropolitan Casualty, New York.............. ror | J cess | } font : , | ; 41 
Metropolitan Life, New York................0e000e- | | f } 8 | | me oss . , 22 
National Life and Accident, Nashville............... | 2 | | on ee “ - | ; 
National Surety, New York...........-.00e-ee00- ne Eee | os ‘ 1 3 | 90 
New Amsterdam Casualty, Baltimore............... | nee eee | . | ‘ “ be 
} | | | ‘a 
New Jersey Fidelity and Plate Glass, Newark......... | ; | : ; | | eee see = 
New York Plate Glass, New York b...........00-000: | a | 5 3 i ’9 11 
Ocean Accident and Guarantee, London.............. ierricee! | sae 6 S| . | , | | ‘ _ oa 
Pacific Mutual Life, Los Angeles................0++ | 4 | . | Orioars ry Sane 4 | oe ‘ ; ese - 
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Travelers Indemnity, Hartford...............-0ee00- ae me cel tease sens o | « 4 | 1 
Travelers Insurance, Hartford..............+++-++- | 1 1 1 1 | 1 1 S222 We eee oma a | bs 3 ""8 1 2 
United States Fidelity and Guaranty, Baltimore...... Wages bo oese | cies 4 $ sie ” | fas ges: 
{ | 
Tnited S i 7 | : cr res 39 
United States National Life and Casualty, Chicago. . . | | 7 | are ‘ecce | | Peet ere oes . 
Zurich General Accident and Liability, Zurich......... | 10 | Br sacee | ans etal gaa 
Sore oOoores Baer en rer aera ee a eed ee | > . 29 ad 
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+ The total of all companies includes business of certain companies which do not segregate 





F * The total accident premium figure includes the health premiums of companies which do not segregate these items. 
their premium volume in the individual lines. 


b Now the New York Casualty Company. 
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Why Take A Chance 


YOUR RENEWALS are equal to the interest in- 
come on an investment of the sum of all the first year 
premiums on the business you write. If you were 
making an investment of this amount you would be 
very careful about the security. You wouldn’t want 
some one ahead of you with a prior claim. 


IF YOU LOSE YOUR RENEWALS IT MEANS 
THE SAME THING TO YOU AS LOSING THE 
PRINCIPAL WHICH WOULD PRODUCE YOUR 
RENEWAL INCOME. 


YOU CAN’T AFFORD IT! 


The Columbus Mutual Life Insurance Company 
offers a VESTED RENEWAL CONTRACT, DI- 
RECT with the Home Office. Also liberal com- 
missions, automatic increases for volume, unrestricted 
territory, unlimited opportunity to develop personal 
or agency production, free from jealous interference 
or hampering restrictions. 


PERFECTED ENDOWMENTS are automatical- 
ly, Ordinary Life if you die; optionally, Limited Pay- 
ment Life if you live; guaranteed endowments at 
age 60. 


The Columbus Mutual Life Insurance Co. 


580 E. Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 











The Second-String Men 


A few star players do not make q 
championship football team. A 
dependable squad of second-string 
men is necessary. They will be 
called into play time and again be- 
fore the season is over. 





Star salesmen are not sufficient for a sales organiza- 
tion. There must be the dependable second-string men. 
Their policies may be smaller and their clients less 
numerous, but they build substantially and well. 


The Home Office energies of The Lincoln National Life 
are not all thrown into boosting its star salesmen. An 
earnest effort is made to train every beginner and if he 
proves to be one of those seconds-string men he continues 
to get the same careful attention and helpful cooperation 
accorded the big writer. 


(LINK UP Gora we (LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character" 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $375,000,000 In Force 
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[he territory directly served by the came 
Home Office at Des Moines is one of | Colorado 
the largest and most progressive sec- —— 
tions of rural America, whose per |] Iilinois 
capita wealth is $4,274.00 and general ||} Indiana 
conditions most favorable. In this | a 
state are wonderful sales opportu- |] Kentucky 
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wish to increase their earning ability | —senenetel 
and can easily do so with the National il] New Mexico 
Life’s popular form of low cost policies, || | Oklahoma 
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National Life Association 


Available 





—— THERE !S ONLY ONE NATIONAL LIFE ASSOCIATION —————— '} 


Des Moines, Iowa | Top Contracts 
‘|| 




















Field Annuals 


Insurance Directories 


for 
*Greater New York Tennessee 
+New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExciusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


>. 0. BOX 617 LOUISVILLE, KY. 
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Moral Hazard in Insurance 
(Continued from page 19) 


we would have accomplished what I have in 
mind. Then competent counsel would be sought. 
q definite and adequate plan worked out by men 
to fully meet their insurance needs. My ap- 
proach would be one of education, telling people 
things they don't know or haven’t applied to 
themselves about insurance. 

Life insurance stands out as the giant of 
possibilities. We are told that the total amount 
of life insurance carried is only ro per cent of 
what is needed to keep up the families of the 
insured breadwinners. Where we have 75 hil- 
lions carried, it will take 750 billions to do the 
job perfectly. Edward A. Woods told this 
group at Pittsburgh that the shrinkage in the 
estates due to taxes and administration ex- 
penses of the insured people who die each year, 
is more than a billion dollars in excess of the 
sum of all the insurance they carried. Life 
insurance on the whole is this great sum be- 
hind the immediate damage done to estates 
through the incident of the death of the as- 
sureds. 


Pusriciry NEEDED 

Supplementing the present excellent adver- 
tising done by some compantes, which makes 
an appeal to sentiment, picturing the happy 
homes which could be maintained if insurance 
is adequate, could not the practical side of the 
question be amplified through advertisements 
which discuss forms and amounts required to 
meet certain insurance needs? There are debts. 
incumbrances, investments, property protection, 
business expansion, taxes, as well as a familv 
to support, children to educate, or some depend- 
ent relative or charity or endowment to pro- 
vide for. The average man does not know 
how to harness life insurance to these problems 
and national advertising could tell him enough 
te start him on the search for more. 

In fire insurance on property, there is less 
ground to be gained. This is so nearly an 
economic necessity that the amount carried 
does not vary so widely from the amount 
which should be carried, vet T have seen it 
estimated as short one hundred billion dollars. 

In fire insurance, it seems to me, the com- 
panies should broaden their efforts towards 
fire prevention, get behind the organizations 
which are trying to educate the public, and 
push them along faster. Their field for gain 
and the greatest benefits they can bring to 
the public, is not so much in writing more 
lire insurance as it is in having fewer losses. 
] soap heard the fire insurance business de- 
eeeed as operating on the two-bucket system: 
that is, the company takes $1 from general 
public. They drop fifty cents in a beaches on 
the right. That is for the company to live on. 
In the bucket on the left, they drop the other 
litty cents, and that is for losses. So long 
as there is money in the bucket on the left, 
all 's well and good. When there is none 
left, then the company goes out for a higher 
rate and more dollars income. Now, that’s a 





FIRST ORGANIZATION 





Announcing— 


LIBERAL policy contract for busi- 
ness and professional women 
which provides practically the 


same protection as the full coverage pol- - 
icies which the Inter-State has been 
furnishing to business and professional 
men for the past 18 years. 


ITH this new addition, it gives our 
agents an opportunity to materi- 
ally increase their earning power. 


The commissions are liberal and cooper- 
ation from the Home Office is assured. 


HERE are some attractive territori- 
al vacancies in the 34 states in 
which the Inter-State operates. 


Just write us and ask for complete in- 
formation regarding a direct Home Office 


contract. 


~ s 





[nter-State Business Me sAccident Association 


~ OF ITS KIND IN AMERICA 
DES MOINES, lOWA 


ERNEST W. BROWN, Secy—Treas. 
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ONE IDEAL 


With the Mutual Benefit suc- 
cessive managements have 
adhered to the principle of mu- 
tuality, being dominated by one 
ideal—that conveyed by the 
name of the Company. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 
Newark New Jersey 











HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


BALTIMORE, MD. 


GEO. A. CHASE, President 
B. L. TALLEY, Secretary 





Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


RAIN INSURANCE EXCESS COMPENSATION 
CASUALTY COVERS 


OHIO MILLERS 


MUTUAL FIRE INS. CO. | Security Mutual Casualty Co. 


OF CHICAGO 
Canton, Ohio 


Assets $6,800,000 


ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 























The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 
D. C. Costello, Secretary 


Wm. Koch, Vice-Pres. 














SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woodrow Wilson. 


Compiler of agents’ text book ‘‘Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them’’ for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 
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very crude picture, but there is an element of 
truth in it. My thought is that fire companies 
could do more by way of inspection, super- 
vision, instruction, and stimulating the inter- 
est of policyholders, toward keeping the bucket 
on the left from going dry. 

To illustrate my point further. it was not 
the insurance company, but a roofing company 
that sold me the idea of a fireproof roof on 
my dwelling, and it was sold on the fire pre- 
vention basis. It was not the insurance com- 
pany, but a corrugated iron company which 
sold me adequate equipment for taking care of 
my furnace ash, and it was sold on the fire 
prevention basis. And, we have the accom- 
plishments of the big specialty mutuais, writ- 
ing preferred risks. Perhaps these mutuals 
have swung as much too far in one direction as 
the stock companies have in the other. But. 
through inspection, instruction, education, and 
the requirements of fire prevention devices they 
have all but eliminated fires. They sell fire 
prevention service, guaranteed by insurance, and 
the public needs a whole lot of that. It is a 
feld which will lend itself perfectly to all 
forms of advertising and it won’t be advertis- 
ing for losses. 


Fivevity Lines ReourrE DEVELOPMENT 

In fidelity lines, there is an enormous field 
of undeveloped business. Probably not over 
10 per cent of possible defautters are bonded. 
There is a big job to be done toward destroy- 
ing the inertia of employers in getting their 














COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


ee 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

































employees bonded. Business men have not been 
sold on what fidelity companies know—that it 
is the trusted employees who detault and that 
most of the defaulters don’t handle any cash 
at all. But few of them know where to guard 
igainst the weak places in their business sys- 
tems, some glaring enough to be a constant 
temptation to employees. Expert discussion of 
office systems as related to the need of fidelity 
bond protection, should awaken a large field 
of new business. 
A Goop FrIEeLp 

This is a field which, capably handled, would 
make the advertising columns of trade journals 
and business men’s periodicals teem with inter- 
est for the thousands upon thousands of em- 


ployers, whose business through change or 
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nothing is said about it. 


preciate it. 
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One of the Reasons 
WHY 


HE agent who wrote the following letter to one 

of the F & D’s Branch Managers, is located in a 

town with a population of 3989. In the two years 

he has represented the F & D, his Fidelity and Surety 

premiums have shown a 300% increase and he is now 
in the $1.00 per capita class. 










“When anything goes wrong in a branch office of a 
bonding company, the agents in the field are quick to 
write in and make a complaint. However, when they 
get good service they merely take it for granted and 


“There have been several instances recently when we 
have obtained from you the best kind of service, and 
this letter is written to let you know that we do ap- 


‘“‘We do not study the bonding business like we should 
and the good business which we enjoy is because of 
the help we receive from your office.—R. W. K.” 





Resultful cooperation between the various units of 
the F & D’s field organization is only one of the many 
reasons why “‘it pays to represent the F & D.” 


FIDELITY and DEPOSIT 


Fidelity and Surety Bonds and 


Casualty, Surety, Etc. 





growth is requiring expansion and changes in 
the systems for handling and protecting the 
security of cash and valuables. 

Burglary insurance companies could teach the 
public a great deal about the care of valuables, 
the penalty of carelessness, and the proper 
security in doors and windows and protecting 
walls. Effective and practicable alarm systems 
could be advocated. There must be a great 
deal gained through experience in adjusting 
claims that would suggest precautions against 
hold-up, robbery, and theft. Also, I would not 
publish pictures of porch climbers gaining easy 
access to rooms, or masked burglars discover- 
ing some beautiful lady’s jewel case, or work- 
ing at a safe door with a searchlight in hand. 
They are educational pictures for the crim- 
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y PRODUCTION DEPARTMENT, 

. FIDELITY & DEPOSIT COMPANY, 

| Baltimore, Md. 

| If you are not already adequately repre- 
1 sented io thie territory 1 will be glad to have 
| full information regarding an agency connec- 
\ tion with your Company. 
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Prominent Agents and Brokers 


Actuarial 


Actuarial 











LEON IRWIN & CO., Inc., New Orleans, La. 


Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 
‘ord New Yor Casualty Co. 
Standard of New State of Penn. Indemnity Company 
k Stuyvesant of New of America 


or 
National Union of York 
BROKERS’ LINES SOLICITED 








Pittsburgh 











Actuarial 








Established 1895 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 











Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 








A. SIGTENHORST, F.A.1.A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 











’ FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Royal Union Bidg. 











COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
_ ATLANTA, GEORGIA 

















GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 








Conservation Specialists 





The Otis Hann Company, Inc. 
‘‘Life Insurance Service”’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 
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L. A. GLOVER & CO. 
Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 
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JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 





SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 























E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





Adjuster 




















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 


























F. M. SPEAKMAN, C. P.A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 


Statisticians 




















ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 
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inally inclined as well as for the property 
owner. 

I would not illustrate the need for automo- 
hile fre insurance by picturing a car burning 
on a lonely road, out of all reach of assistance. 
It might occur to some that the fire was also 
without witnesses and suggest to them a way 
out of their own problems. Picture of a garage 
fre loss would not carry this incentive, and 
could be made just as good an illustration for 
the needs for fire protection. I would not 
print pictures of a thief making way with a 
car parked on the street at night. Such a pic 
ture shows one man as clearly how to gain a 
car as it does your policyholder how to lose it. 
If you want to work against curbstone garag- 
ing at night, show the deterioration that will 
result, the impaired value, and consequently 
the reduced insurance collectible. Such an 
approach would be educational in many ways. 
It would stimulate the assured to care for his 
property, prepare him for a fair adjustment, 
and tell him something he probably didn’t know 
was in his policy. 

In advertising to promote your own company, 
I have only one point to make. If a company 
wants the interest of its policyholder, wants 
to develop his preference ior their particular 
company, then the insurance company should 
show some interest in the policyholder and 
show some preferences for his business. Di- 
rect mail contact from the head office with the 
policyholders impresses me as a_ tremendous 
field for promoting good business. ! have 
never had a letter or a token of any notice 
from any fire, burglary, accident, or liability 
company with which I carry insurance, and a 
canvass among my acquaintances reveals a 
similar experience on their part. No sugges- 
tion of helpfulness, no invitation for more busi- 
ness, no attention. Even in life insurance, this 
has been limited to a few house organs, and 
one invitation to be examined. No offer of a 
suggestion that I would be a welcome applicant 
No information or sug- 
gestion of forms of policies to fit the needs 


for more business. 


of advancing years and a growing family. At 
my residence, I have bought new things from 
time to time, but every time I have needed in- 
surance T have had to send for it. 


Direct Contact VALUABLE 

The companies may look for their agents to 
do this, and perhaps they may do better than 
my experience would indicate, but if a com- 
pany wants to be preferred and wants to enlarge 
its business with its present clientele, a capable 
direct contact from the head office will accom- 
plish it, while farming it out to agencies, who 
represent three to six other companies in the 
same office, will never do it. Such a plan would 
at least add no new moral hazard, since any 
business resulting would be with old customers. 

Now T will talk about some bad advertising. 
I feel free to go ahead with this here, because 
it isn’t the advertising you are doing. I speak 
of the bad advertising that comes to insurance 
as a group business through many of the losses 
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paid. In this, I include every form of insur- 
ance I have mentioned, and I speak from the 
standpoint of a large part of the public, which 
witnesses insurance money paid to people who 
ought not to have had the protection of insur- 
ance, but did have it, and the fact that they 
had it was the outstanding contributing cause 
of the loss. I confess that I am surprised 
sometimes at the patience of the public to keep 
still and quiet in the presence of the payment 
of some claims. The public has been taught 
that premiums are based on loss ratios, that 
risks are selected, that responsibility and re- 
liability are necessary to insurability. The pub- 
lic has a basis of equity in the company’s selec- 
tions and a right to judge, if they seem faulty. 
There is a definite reaction, unfavorable to good 
opinions of the management, when policies are 
issued to or subject to claims from people who 
do not qualify on a reasonable basis of selec- 
tion or elimination. 


I speak of men who are killing themselves by 
overwork, overindulgence, immoralities, or 
vices, yet piling up large insurance on their 
lives: of merchants who grow rich on bank- 
ruptcies, fires, and fire sales; of bonded em- 
ployees whose lives and habits are an open 
index to a larger expenditure than their known 
income; of bonded contractors who have un- 
derbid to the extent of a sure loss on some pub-: 
lic work; of crippled, reckless or drunken 
drivers of automobiles; and of individuals who 
couldn’t get credit for a pair of boots in their 
home town, covered against fire, holdup, burg- 
lary or similar losses, so easily self-inflicted. 
Losses on people of this ilk are reprehensible 
to good business, and are an open invitation, 
a pulling type of advertisement, to people of 
easy insurance consciences who are stimulated 
to try to follow the same course to easy gains. 


Another bad advertisement—the way insur- 
ance is sold. Too little regard is paid to who 
sells your product, or to how it is sold. Asa 
whole, though there are many exceptions, the 
companies may well say, “Let the buyer be- 
A man can buy food and clothing and 
machinery, bonds; practically every necessity, 
with a feeling of complete security as to what 
is in them, and that they are technically and 
actually right and proper and exactly what he 


” 
ware. 


wants and needs, but the same cannot be said 
of insurance. At the source, it’s good; the 
quality is there: but does it fit? Is it right as 
to rate and form and amount? The buyer must 
look out for this when insurance is bought. 
Few men will give themselves up to the ad- 
Why? Because, as 
a rule, the men selling insurance have not qual- 
A lawyer, 


vice of insurance agents. 


ified with the buyers of insurance. 
an auditor, or business counselor, will be 
trusted with one’s entire affairs and called in 
from time to time as the business complex 
changes. This counsel and leadership is usually 
followed with confidence and security. The 
agents, who bring insurance to business and to 
the people, have not, as a group, earned the 
confidence, and they don’t enjoy it, yet the 
amount of money which business spends with 





Miscellaneous Insurance 


insurance, tops by the hundred millions what 
is spent for all other forms of business guid- 
ance and counsel. As a class, they have been 
taught less than ary class of salesman I know 
about. As a class, they do less in their field 
of service of dependable counsel to their cus- 
tomers, and are less capable of explaining the 
client’s insurance needs, than other classes of 
business salesmen whose product is sold to the 
ultimate consumer. 

I bring this in here because your problem is 
to assist the sales of your product. I wonder 
how many of you have first-hand knowledge 
of how your product is presented in the field 
and by whom it is presented. As guardians 
of the attitude of the public toward your re- 
spective companies, I consider this a matter in 
which you are deeply concerned. I think it is 
a part of your problem to get into it. A great 
deal of your constructive work is quickly put 
at naught by inconsistency and inefficiency in 
the field. And, conversely, more efficiency in 
the field will mature your mass selling and in- 
crease the results of your direct efforts. It is 
a situation from which you cannot separate 
your work, and it is a field, speaking generally, 
where there is a world of work to be done. 


Actuarial Society Meets 
(Concluded from page 7) 


One company reports that a scrutiny of about 
$92,500 in claims on non-medical policies re- 
vealed $7000 that would have been and $3000 
more which might have been eliminated had 
the business been examined. 

Arthur Hunter, chief actuary, and Dr. O. H. 
Rogers, chief medical director, of the New 
York Life, presented a paper entitled “Mor- 
tality Study of Impaired Lives,” and “Term 
Conversions” was the appellation of a paper by 
W.V.B. Hart, assistant actuary of the Con- 
necticut General Life. “Notes on Bond Com- 
putation” was presented by Kingsland Camp 
of the Equitable Life Assurance Society, and 
Wendell M. Strong, associate actuary of the 
Mutual Life, read a paper on “Disability Bene- 
fits—The Contract and the Courts.” 

E. E. Cammack, vice-president and actuary 
of the 7tna Life, gave the results to date of a 
combined group mortality investigation dealing 
with the Aétna, Connecticut General, Metro- 
politan, Prudential, Sun of Canada, and Travel- 
ers companies. Accordine to the findings of 
Mr. Cammack, the group insurance in force in 
six companies operating in Connecticut was 
increased from about $585,c00,coo at December 
31, 1918, to over $3,000,000.000 at December 31. 
1924: the new business last year was almost 
€¢00,000,000, the largest single year. 

One of the papers which proved most inter- 
esting to the members of the Actuarial Society 
was that entitled “Reinsurance of Retirement 
Plans,” by R. A. Hohaus of the Metropolitan 
Life. This paper discussed the advantages of 


an insurance company as a reinsurer of retire- 


ment plans, and showed how the facilities of 
the insurance company can be used to remove 
the objections which are frequently raised 
against the practicahility of its use as such. 
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The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Same Rates for Males and Females. . 
Double Indemnity and Monthly Disability Income features for | | | | 
Males and Females alike. pnts 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 









































Standard and Substandard Risk Contracts, i. e. less work for nothing. 4 nnd S Chicago : 
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A Peoria Life Agent’s Big Asset 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 


ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
after receipt of proofs—often delivered before the 


funeral. 


The name of the Peoria Life suggests to the public 
the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual Health 


Examination. 


attitude,—its Policyholders’ Bulletins and ‘‘Policy- 
holders’ Month.” 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious ‘Service 


PEORIA, ILLINOIS 


THE MUTUAL LIFE 


to say, “I am the Peoria Life Agent.’’ ‘Through its The Mutual Life Insurance Company of New York 
policy of “Service to Policyholders” the Peoria Life has a record of EIGHT Y-THREE YEARS of prosper- 
has built up a good will of incalculable value to its ; 
representatives. ous and successful business. It has passed through 
: panics, pestilence and wars unharmed, and today, 
In every community where the Company operates, ; ; 
when people think of the Peoria Life, they re- as a result of eight decades of endeavor, offers financial 
member how promptly its death claims are always : : ; : 
paid—how pay rendered every crn strength, reputation, magnitude, leadership, and life 


insurance service. 


Those considering life insurance as 
a profession are invited to apply to 
They think of its friendly, helpful 





a one of the big assets of the The Mutual Life Insurance Co. 
of New York 
PEORIA LIFE INSURANCE COMPANY a —* 
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The Life Insurance Business--Sentiment, Not 
Selfishness 


By E. W. RANDALL 


President, Minnesota Mutual Life Insurance Company 


“Business is business,’ says the hard-headed 
business man, when he is going to foreclose a 
widow's mortgage or undersell a_ struggling 
competitor; and he says it with an air of 
announcing a fundamental and irrefutable law 
of nature, like “two and two make four,” or 
“the earth does move.” If you should say to 
him, “Business is sentiment, and sentiment is 
good business,’ he would very likely think 
you were soft-headed as well as soft-hearted. 

But let us consider for a moment how busi- 
ness originated. Let us concede that primi- 
tive man was only slightly developed beyond the 
heasts that surrounded him in his wilderness, 
and that his prime interest was God and safety. 
“Business is business,’ he may have said, as 
he crouched in his cave and devoured his food 
while the others of his tribe shivered and 
starved outside. .But one fatal day he had a 
sentimental impulse to take to himself a mate. 
That was the beginning of the end of his isola- 
tion. He was bound to divide his food with 
her, or she would die on his hands. Then 
children came. They demanded food. The 
poor man’s complete freedom, complete isola- 
tion, complete selfishness was shattered for- 
ever. Sentiment invaded his heart, like an 
army with banners, and he capitulated. 


CoMPENSATIONS PRESENT 

And somehow he found that his surrender 
carried compensations. He had greater secur- 
ity, greater comfort, than in the days of his 
loneliness. His growing brain turned that germ 
of an idea over and over, and so gradually 
recognized the power of the community spirit— 
the spirit of co-operation. If half a dozen 


—_— 


_ From an address before the American Life Conven- 
tion, Louisville, Ky., October 13, 1925. 
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families built their huts together, they were in 
a strategic position to defend themselves 
against a common enemy. It was a tremend- 
cus step in the evolution of the race. It meant 
union in the place of isolation. The strength 
of each man was multiplied by the strength of 
all the rest. 

This idea dawned upon mankind a long time 
ago—centuries and ages and eons ago. And 
yet it is a carious fact that it was only with- 
in the lifetime of men now living that his old 
idea of tribal co-operation was translated into 
the practical and efficient form of life insur- 
ance to any appreciable extent. 


Lire INSURANCE PIONEERS 

The conditions which fostered the working- 
out of this modern form of an old idea were 
not unlike the primitive conditions which 
forced the cave-man into a communal associa- 
tion. New England was a wilderness, where 
scattered pioneers were surrounded by dan- 
gers from the inclement seasons, wild animals, 
and human enemies. Mutual protection was 
the obvious need. Especially was protection 
needed for the defenseless widow and the help- 
less children. Haphazard help would not meet 
the situation, where all were living under stress, 
nor would charity. The New England life 
insurance companies, the pioneers in this coun- 
try, were to meet a definite and urgent com- 
munity need—to provide for the burial of the 
dead and the care of the living. It was senti- 
ment, not selfishness, that laid the foundations 
for that vast organized system of co-operation 


* which to-day, through more than 250 companies, 


shows admitted assets as of December 31, of 
last year of over $11,000,000,000 and which, 
during the year 1924, distributed among pol- 
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icyholders and beneficiaries the amazing sum 
of $1,280,000,000. 

Life insurance is a business, but as a busi- 
ness it is unique. It stands absolutely in a 
class by itself. Beginning as a small co-oper- 
ative association of men and women banded 
together for the purpose of protecting the help- 
less, it has remained free from the stamp of 
commercialism. Not that there is any stigma 
on commerce in itself. Business is legitimate, 
and although conducted for personal gain, its 
profits are justifiable. But insurance stands 
apart. It is rooted in a different impulse in 
human nature. Not self-preservation, but the 
preservation of others; not personal advantage, 
not gain, not selfishness, but that highest ele- 
ment in man which differentiates him fronr the 
animals in the wild—love. The whole idea of 
insurance is based upon the desire to provide 
for those we love, even at a cost to ourselves. 
The word is often used lightly and in mockery, 
but in our secret hearts we acknowledge that 
the self-sacrificing love which places others 
before ourselves is the best that there is in 
our common human nature. 

Consider the significance; in the light of 
human welfare, of the fact that there are now 
in being more than 90,000,000 policies, repre- 
senting more than $65,000,000,000 of ordinary 
legal reserve life insurance. Can there be any 
question in the mind of a rational man that 
without the safeguards thus set about our de- 
pendents, by insurance, we should have had to 
consider, instead, money squandered recklessly 
or invested foolishly, widows and children set 
adrift on a foundered wreck, and an inevitable 
drain upon the public, with its concomitants of 
high taxes on the one side and the degradation 
of the poor-house upon the other? It is the 
prime business of the insurance agent to edu- 
cate people in those higher branches of learn- 
ing which cultivate prudence, foresight, and 
thoughtfulness for the future. The doctrines 
of protection against the catastrophes of human 
existence, preached in season and out of sea- 
son, are a constant appeal to the best elements 
in human nature. And these are the lessons 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 
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taught practically, not merely as theories, by 
life insurance. 


FouNDED ON CoMMoN SENSE 


Moreover, this marvelous institution of or- 
ganized sentiment is no chimera, no impossible 
scheme of harebrained idealists who disregard 
the facts and laws of life. It is founded on 
spiritual impulses, but it conforms to the strict- 
est laws of common sense. It has been tried 
as by fire, and found equal to all the contingen- 
cies of a complicated system of business in a 
fast-growing country. Panics, pestilences, war, 
attacks of demagogues, unfair and unfavorable 
legislation—all the hindrances to human ad- 
vancement and all the checks upon national and 
individual prosperity, have been met by life 
insurance. 

Fortune is a gay  will-of-the-wisp, who 
dances just ahead of every young man and 
lures him on upon a thoughtless path. His 
natural impulse is to believe in her. Some- 
how, in some mysterious and unknown way, by 
luck or chance, he is going to win Lady For- 
tune and live happy ever aftere Alas, Lady 
Fortune is a sad flirt. She will dance with 
every dreamer, but when it comes to uniting 
her lot with his—oh, no! If the young man 
is wise he will turn from her iridescent fanta- 
sies to the demure but clever helpmate, Miss 
Life-Insuranee, who brings with her as dowry 
no illusive dreams but a definite assurance of 
comfort and well-being. It has been estimated 
that of the 35,000,000 Americans who carry life 
insurance, hardly 90 per cent will leave any 
estate outside of this saving bulwark. What 
of the others who through carelessness have 
not even this assurance? The will-of-the-wisp 
that lured them through the morass leaves them 
or their bereaved families on the doorstep of 
the poor-house. The records of the surrogate 
courts in New York show that out of 100 men 
who die, three leave property worth $10,000; 
fifteen leave from two to ten thousand dollars: 
eighty-two leave no income-producing property 
at all. This means that of every hundred 


widows, only eighteen are left in comfortable 
circumstances, forty-seven are obliged to go 
to work, no matter what their previous condi- 
tion has been, and thirty-five are left in abso- 
lute want, helpless and dependent on charity. 





INHERITANCE TAXATION 





New Edition of Gleason & Otis Book 
Brings Information Up to Date 





FEDERAL GIFT TAXES ALSO TREATED 


This Work Contains Statutes, Decisions 
and Forms Relating to Such Taxes 
Throughout the Country 


The fourth edition of Inheritance Taxation. 
by Gleason & Otis, just issued by Matthew 
Bender & Co., contains over 1500 pages of in- 
formative matter relating to the inkeritance 
taxes of the United States and the several 
States, the laws of thirty-eight States and the 
Federal Government having been changed since 
the issuance of the last edition. About 400 new 
court decisions are cited. In addition to the 
inheritance tax laws, this book presents and 
analyzes the Federal gift tax law, and contains 
a general treatise covering all important de- 
cisions up to July 1, 1925, with 2500 citations, 
as well as the statutes of all the States, with 
amendments to July 1, 1025, with forms in 
many instances There is also a complete table 
of cases and a comprehensive index. 

In preparing the fourth edition the whole 
scheme of the book was altered and the present 
(1925) volume is divided into four distinct 
parts. 

The first embraces the Federal statute, with 
digest of decisions, procedure, rules and regula- 
tions and forms. 

The second is a general treatise, subdivided 
into twenty-four chapters, which classifies and 
analyzes the law of the entire subject, with 
citations from every State and a theoretical 
discussion of the many and intricate problems 
involved. 

The third covers the New York statute, with 
forms, rules and regulations and procedure, 
this special attention being given because New 
Yosk derision equal in number those of all 
other jurisdictions combined. 

The fourth part embraces the statutes of all 
other States, alphabetically arranged. 

The table of cases arranged by States is con- 
tinued. 

The Federal estate tax rests upon theories 
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fundamentally different from State inheritance 
taxes, and since the previous edition of Ip. 
heritance Taxation was issued more than 29 
decisions have been rendered by the Federal 
courts construing the statute. The gift tax is 
a new departure in Federal taxation, and 
almost without precedent. 

The radical amendments to the Federal ¢. 
tate tax have necessitated new rules and regu. 
lations, promulgated April 15, 1925, and Sepa- 
rate rules and regulations and forms haye been 
issued for the gift taxation. 

Chapter VIII of the general tratise on ip. 
heritance taxation deals with the subject of fifo 
insurance, concerning which it says, in part: 
“Life insurance has become important in jp. 
heritance taxation from a peculiar angle. It; 
non-taxability as a contract taking effect at 
death when payable to a beneficiary and not to 
the estate is reviewed at length.” 

Subtitles in this chapter are as follows: Not 
Generally Taxable; The Federal Statute: 
Rulings by the State Courts; Nature of the 
Contract; No Title to Fund in Assured; The 
Insurance Company Pays the Taxes; Proceeds 
Taxable as Inheritance when Payable to Es- 
tate; Where Payable to Beneficiary Not Tax. 
eble; Construction of Policies: Statutory Pro- 
visions. 

With this valuable work at hand the life 
underwriter can advise the insured or prospects 
as to the best methods of providing for estate 
and inheritance tax payments. Inheritance 
Taxation is a large royal octavo volume of over 
1500 pages, and it may be purchased from The 
Spectator Company at $15 per copy. 
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Importance and Necessity of Inspections 


By Joun M. Lartrp 


Secretary, Connecticut General Life Insurance Company of Hartford, Conn. 


I. PurFose 

The modern inspection report is one factor 
in the selection and classification of risks. The 
prospect answers questions in the application. 
The agent submits the application with such 
comments as seem to him appropriate. The 
doctor reports the results of his examination. 
Then the inspector gives a cross-section of the 
man’s life as seen by his neighbors and busi- 
ness associates. 

The inspection report not only checks the 
findings of the agent and doctor but often 
throws additional light on the acceptability of 
the risk. Even where the agent has been 
acquainted with the prospect for years, he may 
not ktiow the entire story. Even though the 
doctor makes a thorough examination, he may 
not get complete answers particularly if the ap- 
pliant has an “easy insurance conscience.” 
Every now and then the inspector finds that the 
applicant has in the past complained of some 
significant ailment but has failed to tell the 
examining physician. At other times the in- 
spector makes an unfavorable report on some 
phase of habits or finances not covered by the 
medical blank. 

The experienced salesman who selects his 
clients with care has few applications declined 
on account of inspection. On the other hand, 
the indifferent agent may have an undue pro- 
portion of rejected risks. One company re- 
cently made an agency contract with a man 
residing in a small town near the Canadian 
border. This agent was highly recommended 
and an inspection report gave his character and 
reputation as “extra good.” For years he had 
been a customs officer. His first three appli- 
cants had been personally known to him for 
ten vears and according to their own state- 
ments had innocent occupations. The in- 
spection reports showed clearly, however, that 
all three were bootleggers and rum-runners. 
As scon as the general agent knew the quality 
of business submitted by his new agent, he can- 
celed the contract. In this way, the inspection 
teports sometimes reveal the weakness of a new 
agent and thus help the general agent to build 
up a force of reliable representatives. 

If a risk is rejected on account of “con- 
fidential information,’ the inspection usually 
gets the credit or the blame but frequently this 
information has come from some other source. 
In a good agency, probably only 1 per cent of 
the business submitted is rejected solely on 
account of unfavorable inspection. The unex- 
pected declination of a good physical risk 
always hurts but the loyal and farsighted field 
man appreciates that the loss of 1 per cent of 
his business on account of inspections is offset 
by the fact that in this way he builds up a bet- 
ter clientele of policyholders. Furthermore, 


From an address delivered at the American Life 
Convention, Louisville, Ky., October 15, 1925. 


he enables the company to give insurance to the 
approved risks at lower net cost. 


II. RELIABILITY 

The inspection service has greatly improved 
in the last decade. Although we still have an 
occasional complaint about the way in which a 
report has been handled or about the informa- 
tion conveyed, the modern inspection service 
is excellent. The reports are made by either 
salaried inspectors or part-time men who re- 
ceive a fee for each report. Salaried inspect- 
ors work chiefly in the cities and are well fitted 
by training and experience to weigh evidence 
and report facts with accuracy and without 
prejudice. Part-time men work chiefly in rural 
communities and are usually in a position to 
report from personal knowledge of the ap- 
plicant. 

Although the inspector gets close enough to 
the applicant to secure reliable information, he 
tries to complete his investigation without the 
knowledge of the applicant. Wrecasionally the 
prospect hears of the inquiry and gets sore be- 
cause the company put “detectives” on his 
trail but such cases are extremely rare. Usually 
the inspector has sufficient tact to obtain the 
information without arousing antagonism. 

Certain communities present special prob- 
lems for the inspector. In New York, a man’s 
habits may be a closed book even to his busi- 
ness associates and neighbors. In Hollywood, 
reports must be carefully checked to he sure 
that the information has not been colored by 
popularity or professional jealousy. In some 
sections reports may be founded on prejudice 


for or against the Ku Klux Klan. Florida is 
to-day one of the most difficult States. Many 
people have arrived within the last few months, 
some have left bad records at home, others 
have apparently become rich over night. 

If a report contains unfavorable informa- 
tion, the branch office of the inspection bureau 
checks up through independent sources. If 
contradictory information is received, every 
effort is made to clear up the discrepancies be- 
fore sending the report to the insurance com- 
pany. The insurance company in turn checks 
this report against the information furnished 
by the agent, applicant and medical examiner. 
Occasionally another inspection is made by a 
different inspection company. In one instance 
the applicant lived in New York city but his 
record was traced back to Los Angeles and 
then to Calgary. 

Sometimes the inspection is more favorable 
than the agent’s story. In one case the agent 
said the applicant had taken the Keeley Cure 
but the inspection gave no_ such _ history. 
Further investigation revealed that what he 
really took was not the Keeley Cure but merely 
a Turkish bath. 

However valuable may be the “regular” in- 
spection on policies from $1000 up, a more 
far-reaching inspection is frequently desired on 
applications for a large amount. This more 
complete inspection on large policies may be 
furnished as part of the regular service or in 
the form of a special service report. In a re- 
cent case, one insurance company which does 
not use the special service report issued $200,- 
ooo on a favorable regular report dated August 











This Is a Good Company 


Its officers are all experienced field men. 
They know how to help you in a way 
that gets commissions. 
Buy Life Insurance from a Good Company 
Sell Life Insurance for a Good Company 


“UNIVERSAL LIFE INSURANCE CO. 


Dubuque, Iowa 
M. A. NATION 


President 











THE SPECTATOR 

















4 SUPERVISORS WANTED 
ONE FOR EACH STATE 


Eastern Pennsylvania 
Michigan 
Indiana 


Kentucky 


Salary—Bonus—Personal Commissions, 
Renewals and Traveling Expenses to 
right men. Ages 30 to 45. Old Line 
Eastern Company—Good Contracts to 
give your General Agents and Solicitors. 
Modern Policies with latest clauses. In 
answering enclose your Photo, and Ad- 
dress confidentially. Box P17 care THE 
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Photo returned to you if requested. 




















Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsyleania and Maryland 
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Atlantic Life Insurance Company 
RICHMOND, VIRGINIA 
General Agency openings available in: 
West Virginia Kentucky 
Alabama Georgia 
Michigan Texas 


North Carolina 
Assets more than $13,000,000 


HONESTY IS THE BEST POLICY 











THE COMPANY. 


THE TERRITORY. 


MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 








The Colonial Life Insurance Company of America 


Whole Life, Limited Payment o“ 
NEW & Endowment or 
ORDINARY} High Values ITS OWN 


Attractive and Novel Features | AGENCY 
POLICIES preg" ane STAFF ONLY 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 


Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 











Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 
ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. DALY, President. DENVER, COLORADO 











PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publicadions on fire, life, marine and other branches o 
insurance embrace the most valuable and standard treatises on these sub- 


Jects Senp Ten Cent STAMP FoR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 





























Life Companies and General Agents Constantly 
Aim to Induce Repayment of Policy Loans 


They Can Do This by Sending Out With Premium 
and Interest Notices William T. Nash’s Latest Leaflet, 


HAVE YOU A LOAN ON YOUR LIFE 
INSURANCE? 


Another effective method of using this thought inspiring leaflet is to send a 
copy of it to each borrowing policyholder, with a short letter from the com- 
pany offering partial payment terms for the paying off of loans. 

TRY THESE PLANS! 


Send 10 cents for sample copy. Price, $30.00 per thousand. 


THE SPECTATOR COMPANY 


Publishers New York 


Chicago 
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oz 1925. The case was written in Chicago on 
4 resident of Florida but the special service re- 
port obtained by another insurance company 
three days later brought out that two months 
previously the applicant, harassed by financial 
dificulties, had tried to commit suicide in Cleve- 
land. 

Sometimes a high-class agent who submits 
an application in good faith would be surprised 
at the information revealed by these confiden- 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 








A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. 10-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 
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tial reports. In one case the applicant had 
been drinking to excess, fined for bootlegging 
and separated from his wife on account of in- 
timacy with another woman. In another case 
the agent’s barber had a disease which not only 
made him ineligible for insurance but rendered 
him unfit to give the agent his daily shave. 
EEF. 3ENEFITS 
Many life insurance policies now contain “dis- 
ability” and “double indemnity” benefits closely 
resembling accident and health insurance. These 
benefits are so liberal and far-reaching that they 


ACCIDENT AND HEALTH 


require more careful underwriting than acci- 
dent and health insurance as they cannot be 
canceled if conditions become unfavorable. 

What lessons can the life insurance under- 
writer learn from the experience of accident 
and health companies? If the policy provides 
only a death benefit, it may be issued to a rich 
man even though he has no occupation or 
actual earnings. If, however, the policy pro- 
vides indemnity for disability, the total amount 
of indemnity should be considerably less than 
his average earnings. In accident and health 
insurance, many risks are reinspected each year 
and if there has been a falling-off in earnings 
or any other unfavorable development, the com- 
pany gets on the risk. Under disability bene- 
fits with life insurance where there is no op- 
portunity to cancel, the underwriter should 
know the present earnings, the probable earn- 
ings in the future and the total amount of in- 
demnity for disability obtainable under all the 
applicant’s insurance policies, including life, 
accident and health. 

In disability and accidental death benefits, 
the hazard varies greatly with the occupation. 
In accident insurance, the occupational rat- 
ings are largely affected by small claims for 
trivial injuries but the rate of prolonged dis- 
ability and of accidental death also depends on 
the occupation. In disability benefits granted 
with life insurance and in double indemnity, the 
underwriters need a definite description of the 
occupational duties in order to determine the 
exact rating for this special coverage. Much 
of this information can be obtained by the agent 
and doctor but the inspectors are beginning to 
pay more attention to the effect of occupation 
on the rate of serious accident and prolonged 
illness. 


IV. Non-MepIcAr 

For several years some underwriters have 
felt that on small policies the company hardly 
needs both the medical examination and the 
inspection report. Some companies have 
omitted the inspection and relied entirely on the 
medical report. More recently there has been 
a tendency to omit the medical examination and 
rely entirely on the inspection. Even with a 
full medical examination, the inspector must 
watch for medical impairments such as tuber- 
cular family history and personal history of 
illness. Now that the inspector knows that the 
company is relying entirely upon him in a num- 
ber of cases, he is probably devoting more at- 
tention to the medical side on all risks. As the 
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inspectors are laymen rather than doctors and 
their reports are based on hearsay, they can 
hardly give accurate information but they can 
at least sound a warning note. 


V. Sarary Savincs INSURANCE 
Under salary savings insurance, the employer 
gives an impetus to the insurance idea and per- 
mits the premiums to be deducted from the pay- 
roll at the request of the individual. In many 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 
$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
—— TENNESSEB, TEXAS AND 


A few top notch contracts to Insurance 


Producers with experience, character and 
ability. Address the Company. 











BANG! 


New Territory— 
New Opportunities 


Have just opened Pennsylvania 
and California and have a number 
of very desirable openings for good 
men. Special Agents and District 
Managers can make fine connec- 
tions. Also some good positions 
open in Michigan, Indiana, Illi- 
nois, Kansas and Missouri. 


Address communications direct 
to Home Office, South Bend, Ind. 


Income Guaranty Company 
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cases no medical examination is requtred and 
the company relies on the inspection. This puts 
a peculiar responsibility on the inspector. When 
the insurance is first announced in any plant, 
there is a tendency for the “lame ducks” to 
present themselves for insurance. 
written in a high-grade plant in Ohio, nine of 
the first fifteen applications were on negroes 
and the sixteenth was on a Hungarian who 
died within three months of kidney disease 
which had troubled him for over a year. If 
this business is to be properly selected with- 
out medical examination, the agent must can- 
duct his campaign with the utmost tact and 
the inspector must in turn furnish first-class 
reports. The inspector can get close to the 
employer and secure first-hand information in 
the plant but he must personally investigate 
home surroundings and habits. 


In one case, 


VI. Wuat Is REVEALED BY INSPECTION 
REPORTS ? 

1. Habits. Prohibition has not eliminated 
the question of liquor habits. A large num- 
ber of applicants still admit that they indulge 
in intoxicants and the inspection reports still 
reveal a tendency to occasional “parties.” Prob- 
ably the excessive use of liquor is even more 
detrimental to-day than it was ten years ago 
when the Medico Actuarial Statistics were 
compiled as the liquor of to-day is of poorer 
quality even though the applicant “stands well 
socially” and “drinks only the best liquor he 
can get.” 

Occasionally a report reveats improper re- 
lations with women. Some companies take a 
lenient view of infidelity if there has been only 
one discreet offense but all agree that the 
“rounder” is not insurable at standard rates. 
It is difficult to devise a suitable system of 
“numerical rating” for this form of impair- 
ment. 

2. Occupation. An inspection is an excel- 
lent check on the applicant’s description of his 
actual duties. Sometimes the report reveals 
that he has two occupations and has concealed 
the more dangerous one. At other times the 
occupation has recently been changed and there 
is danger that he will return to the former. 

In a surprising number of cases, the real 
occupation is “bootlegger” engaged in the 
illegal sale or transportation of liquor. One 
applicant, applying for $35,000, who main- 
tained a suite of offices in New York and 
claimed to be a real-estate agent, was declined 
on evidence obtained from an inspection re- 
port that he was really a bootlegger. Within 
a few months after the rejection he was shot 
and killed in his office as the result of a quar- 
rel with competing bootleggers. 

3. Finances. It is difficult for an inspector 
to get accurate information in regard to an ap- 
plicant’s net worth and income. Frequently 
informants fail to distinguish between income 
from investments and actual earnings. Even 
with this limitation, however, the reports 
usually indicate whether the applicant is in a 
strong or weak financial position. Neither the 
company nor the agent wishes to insure a man 
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who is in such dire financial straits that there 
is danger of suicide within a few years. Re. 
cently one agency submitted an application for 
$75,coo from a man conducting a thriving 
business and apparently making money. The 
inspection, however, indicatea that his finances 
would not warrant any such amount of insur. 
ance. At the urgent recommendation of the 
agent, the underwriting committee finally ap. 
proved for only $25,000 and suggested caution 
in extending credit to the applicant. When the 
prospect offered a note in payment of the frg 
premium, the agent personally made a further 
investigation and decided not only to refys 
the applicant’s note but to return the Policy as 
“not taken.” The agent was convinced that 
the company’s action had actually saved the 
agency a personal loss on the applicant’s note. 

4. Health. Even where the applicant under. 
goes a rigid medical examination, the inspec. 
tion report frequently reveals hospital treat. 
ment or recent history of disease. One policy 
for $100,000 would have been issued if the in- 
spector had not discovered that the applicant 
had recently suffered from stone in the bladder, 

5. Family History. Occasionally a report 
shows that the applicant has failed to reveal 
that a near relative died of tuberculosis or can- 
cer. Sometimes the inspection brings out that 
the applicant’s wife has recently been suffering 
from tuberculosis. 

6. Miscellaneous. If a report nas recently 
been made for another company, the informa- 
tion is passed along by the inspection com- 
pany with a memorandum of the total amount 
of life insurance recently sought. These re- 
ports also indicate the amount of non-medical 
life insurance recently reported. Now that dis- 
ability benefits have been fairly well standard- 
ized, a similar attempt should be made to show 
the amount of disability benefits recently re- 
quested. Although the inspection companies 
are doing an important work in guarding 
against over-insurance on regular life insur- 
ance and particularly on non-medical, there is 
even greater danger that the applicant will load 
up on disability benefits. 





In the States of 


Illinois, Michigan, 
Ohio and Missouri 


If You Can Interest Us, 
We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, Ill. 


J. J. DUBOURG, Agency Manager. 
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Stephen M. Babbit 


























President 
HUTCHINSON KANSAS 
VII. Cratms 


What service can the inspection company 
render in the event of claim? 

Some companies call for an inspection of 
every death loss. If death occurs within the 
contestable period, an investigation may reveal 
that the policy was secured through misrepre- 
sentation or fraud. If a claim is submitted for 
double indemnity, then no matter how long the 
the policy has been in force an investigation 
may be required to determine whether death 
was due to accidental means. The inspection 
companies are developing this branch of the 
service and can occasionally secure important 
information. In general, however, it is better 
for the company to send its own investigator 
who is thoroughly familiar with the company’s 
contracts and practices and who has authority 
to make a prompt settlement. 

Under a claim for permanent total disability, 
the company receives the applicant’s statement 
and the medical examiner’s report but may wish 
an investigation to check up this information. 
The inspection company can determine whether 
the insured is actually working but here again 
the best way to handle these difficult claims 
is to operate through the insurance company’s 
own investigators. 


VIII. Occupation SurRvEyS 

In addition to reporting on the occupation 
and duties of a particular individual, the in- 
spection companies now furnish valuable re- 
ports on an entire industry. These are help- 
ful in planning a general program and classify- 
ing such risks. If the insurance company is 
large and the industry sufficiently important, 
the company usually sends a home office under- 
writer to study the conditions and recommend 
ratings but where that is not feasible the in- 
surance companies are relying more and more 
on the general descriptions furnished by the 
inspection companies. It is hoped that this 
phase of inspections will be still further devel- 
oped and that as the hazards change from time 
to time through new processes and modern 
equipment, the information will be passed along 
in convenient form for ready reference. 


WANTS $1,000,000 


Detroit Real Estate Man Applies for 
Large Policy 








AMERICAN LIFE SECURES BUSINESS 





Only 32 Years of Age, John H. Castle Has 

Had Phenomenal Success—Has Never 

Borrowed Money 

Announcement of the application, through 
that company, for $1,000,000 of life insurance 
on the life of John H. Castle, of Detroit, has 
been made by the American Life Insurance 
Company, of the same city. The insurance is 
being arranged by W. H. C. Burnett, special 
agent of the company. Mr. Castle is president 
of Castle & Ford, real estate brokers. Dis- 
cussing the case Mr. Burnett said: 

While we insurance men are in business for 
the purpose of rendering a necessary and valu- 
able service to the public, our success in the 
business depends upon our ability to render such 
service. ‘That these opportunities are increas- 
ing instead of diminishing each year, is brought 
out most forcibly in connection with the under- 
writing by this company of a million dollar 





Joun H. Caste 


policy on the life of John H. Castle, 32-year- 
old president of Castle & Ford, Inc., real estate 
brokers of Detroit. 

Mr. Castle has had a phenomenal rise in 
business in the last few years. He has made 
his nioney in operating as well as investing in 
Detroit real estate. Unknown to the public in 
1920, Mr. Castle established and has developed 
a huge real estate business, and gained a reputa- 
tion as a conservative, successful business man 
in the short space of five years. The result is 
that to-day he finds himself one of the most 
prominent and influential citizens in this com- 
munity. 

Being aware of the success attending Mr. 
Castle’s efforts we sensed an opportunity to 
render a useful service to this aggressive young 
business man. In due time we were given the 
opportunity of analyzing Mr. Castle’s estate. 
He has attorneys, bankers and public account- 
ants advising him concerning the handling of 
his affairs, but, just as we thought, he was not 
giving proper consideration or taking adequate 
measures to protect his interests from a per- 
sonal standpoint. As a result of our analysis 


of his estate, all insurance men will realize 
that we were able to render him a necessary 
and valuable service in providing the means 
whereby the inheritance, State, and Federal 
taxes in case cof his death would not jeopardize 
his estate. 
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One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $5,000,000. In- 
surance in force $116,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. 
territory write today. 


For 


AGENCY DEPARTMENT 











Mr. Castle’s success in the real estate busi- 
ness is based upon his conservative policies. 
His company has never discounted a land con- 
tract nor borrowed any money, and yet its 
volume of business totals millions annually. 
When one considers that Mr. Castle has devel- 
oped this business and created his fortune from 
a shoe-string, we must concede that his is a 
wonderful record of success and a tribute to 
sound, conservative business practices. It is 
only natural, therefore, that he would be quick 
to see the advantages as well as the necessity 
of protecting his estate. Consequently, we have 
- week written a million dollar policy on his 
life. 

First of all, it might interest you to know 
why Mr. Castle took out a large policy at this 
time in the American Life Insurance Company. 
The reason is that ours is a Detroit concern, 
and, since Mr. Castle has made his fortune in 
Detroit, he is one of the most araent and enthu- 
siastic supporters and boosters of Detroit and 
its institutions. Naturally, we are proud of 
the record we have made in the upbuilding of 
the American Life Insurance Company in com- 
paratively few years, and we would not be 
human did we not feel compnmented in hav- 
ing Mr. Castle indicate his confidence in us 
and faith in our business integrity by placing 
this policy with us. 

Mr. Castle worked in the Highland Park 
Plant of the Ford Motor Company until 1920. 
Right here let me point out how intimately Mr. 
Castle’s success has been associated with De- 
troit real estate. In 1920, while still working 
at the Ford Highland Park Plant, Mr. Castle 
bought his first piece of real estate, a single 
lot in a subdivision. He sold it in a short time 
and made $1250. That one deal changed the 
whole course of his life. It upened his eyes to 
the possibility of investments, it showed him the 
great opportunities which were available to 
everyone through the purchase ot Detroit real 
estate and convinced him that he was wasting 
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